FruNATIONAL 
UNDERWRITER 


Life InAwiance Edition 





ers. 


“He wELCOME NEIGHBOR, 
panne 


n, 





While in Los Angeles for the big NALU Convention, you’re 
next-door neighbor to 


LIFE INSURANCE COMPANY 


Our home office shares the same block with your convention 
headquarters. So of course we hope you'll step around and 
let-us say “HELLO!” 


ATIVG NOILNAANOD Pus RD 


(California’s first and oldest) 


nd LIFE INSURANCE COMPANY 
‘ LOS ANGELES, CALIFORNIA 


On Sixth Street from Olive to Grand — Entrance 523 West Sixth. 


































ee es ets BRIEFLY — HERE ARE THE PLANS BR 
LONG TERM — issues to Age 50 — Renewable to 60 ’ 


Limit 
Ist, 31st, 61st or 91st Day Accident — Payable for 10 Years each Claim or Life 5 vm 
31st, 61st or 91st Day Sickness — Each Claim Payable up to 10 Years > 400 
Policy is Non-Concellable — Non-House-Confining — Non-Aggregate Monthly Indemnity, 
2 y ; Medical Required 
Incontestable —- Guaranteed Renewable —Non-Prorating — Retroactive Waiver 
of Premium after 90 Days of Total Disability d 


INTERMEDIATE or Short Term — Issued to Age 55 — Renewable to 65 7 


Ist, 4th, 8th, 15th or 31st Day Accident — Payable for 2 Years, 5 Years, each Claim Lien 


or Life | $ 400 


4th, 8th, 15th or 31st Day Sickness — Each Claim Payable up to 1 or 2 Years 
Monthly Indemnity, 





Policy is Non-HouseConfining — Non-Cancellable — Non-Aggregate Medical Required 
Incontestable — Guaranteed Renewable — Non Prorating — Retroactive Waiver aaeataeeel 
of Premium after 90 Days of Total Disability J 


OP TIONAL Up to $12.00 — Daily Hospital or Nurse Benefits (Up to 90 
Days each Claim) 


Up to $300 — Surgical Schedule 

Up to $40,000 — Accident Death Benefit 

$500 — Blanket Accident Medical Expense 

Up to $200 per Month Additional for 3 Months — for Travel Accident 


ACCIDENT ON LY — Issued to Age 59 — Renewable to 70 (One-half ) 





Benefit if Injured after 65 ) Limit 
ist, 4th, 8th, 15th or 31st Day Accident for 2 Years, 5 Years, each Claim or Life 4 $ 400 
Up to $40,000 Accidental Death Benefit 


" e Monthly Indemnity, 
$500 — Blanket Accident Medical Expense No Medical 


Up to $200 per Month Additional for 3 Months — for Travel Accident 


aan cl ing 
UNION MUTUAL 
fou sels tt SoG! LIFE INSURANCE COMPANY 


Union 
Write for Booklet — me Offi PORTLAND, MAINE 
“MONEY IN YOUR POCKET’ oes cen cuummtume 


THE NATIONAL USES TETTES LIFE INSURANCE EDITION. ree L wel by the National Underwriter Company. Office of Publication, 175 W. Jackson Blvd., Chicago 4, ath 
55th year. 2nd Da ra Edition No. 38B, Thursday, September 20, 1951. a year (Canada $6.00); 25 cents per copy. Entered as second-class matter ate 9, 7090, at Chicago, 























Act of March 3, 1899, Ae lemons September 19, 20, 21, 1951, issues at Los ba oe Ot. authorized. 
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So that all may know ... were proud of these 
94 Underwriters who by their Quality Underwriting 


helped attain the Billion in 1951... 


bered among the leaders in this attainment were these 
94 Jeffersonians who qualified for the 1951 National 
Quality Award. 





The coveted goal of a Billion Ordinary Insurance in 
force was reached in June, 1951 — thanks to an 
aggressive, spirited Field Organization — and num- 


1951:QUALITY AWARD QUALIFIERS 











































































































David H. Andrew Statesville, N. C. Al L. Mayberry. “ Orlando, Fla. 
E. Frank Andrew G ib N.C. W. A. Meyerhoeff ‘ Joh City, Tenn. 
W. H. Andrews, Jr., C.L.U G ib N. C. Cha Bhs aia inns pens ence snes Salisbury, N. C. 
W. A. Beth Charlotte, N. C. Tce Ga i isaac ae en cheeses rele San Antonio, Texas 
W. H. Branch Chapel Hill, N. C. pA RE ew ae ae ye Laurel, Miss. 
E. W. B Rome, Ga. pS ee ae a ee a Se een lee Sot! Charlotte, N. C. 
W. L. Brooks Charlotte, N. C. J. Leslie McConnell]... ...eee eee eceeeetetee eens Ninety Six, S. C. 
C. Troy Carroll ‘Waco, Texas W. H. McKinney Morganton, N. C 
Howard E. Carr. G b N.C. Fl ee M ille, N. C 
James C. Carr. Philadelphia, Pa F. V. MeNair, III. Bethesda, Md 
L. Roy Clomimger...............--cs---seecsseeseecssseeeeesnneesessnseseeecnneceseeanaaee Amarillo, Texas Walter Nance c d. N.C 
J. T. Comer, C.L.U. Gastonia, N. C. J. H. Norsworthy......................... Paducah, Ky. 
J. Salah Craig. Henderson, Texas PN a ace aie ac ercenncececensdgintncecnes North Wilkesboro, N. C. 
T. B. D Goldsb N. C. A.M. R Tyler, Texas 
H. L. Darling Annapolis, Md. pi fy SUSE RELI EDO WT cs NR Oy Stl SORE EPO ORES Atlanta, Ga. 
Walter L. Davis. Chattanooga, Tenn. Ware Peon a i Ro edie, caementcade Durham, N. C 
James P. Deal Knoxville, Tenn. ie Tie I i Sons rh ipa nade card us seers Lubbock, Texas 
William J. Donald Dallas, Texas PERERA SAGES MIEES Obie, Ser cate Moeae eer aan.) Dallas, Texas 
Leo A. Douglas, C.L.U. El Paso, Texas Baie Te ao eh  etechnlgs cencecveicnccieccaeane tae Vallejo, Calif. 










































































































































































J. P. Duncan... Marshall, Texas We Reale Cs os ees Philadelphia, Pa. 
Gurney E. Edgert Fayetteville, N. C. Robt. L. Sanders, Jr. Memphis, Tenn. 
Alfred P. Farrar. Athens, Ga O. P. Schnabel San Antonio, Texas 
Robt. E. Flemister, Jr. Birmingham, Ala. W. J. Schnabel San Antonio, Texas 
William E. Fletch Tulsa, Okla. TN Test oa a ee Amarillo, Texas 
Patrick J. Fogarty....... San Antonio, Texas Clyde T. Shaw Asheb N. C. 
J. P. Fritts. Chatt ga, Tenn. R. H. Shoaf. Lexington, N. C. 
Henry R. Gay. Atlanta, Ga. J. V. Simp Burlington, N. C. 
S. M. Gibbs. Reidsville, N. C. Stanley Simp Atlanta, Ga. 
Neal Gibson. Sherman, Texas Albert Lee Smith. Birmingham, Ala. 
W. B. Gibson. s s. C F. McKey Smith Washington, D. C. 
I. W. Gillett El Paso, Texas P. Lee Smith................. ...High Point, N C. 
Johnnie C. Gravitte. Henderson, N. C. E. Fred Smock Louisville, Ky. 
Carl H. Green. Birmingham, Ala. Manning Spottswood o.oo... ecceceeecceeeeeeeeceeeeeeeeeeeeseeeeseeeeeseeseee MODI . Ala. 
Felix L. Hargis. Ft. Worth, Texas Donald §S. Stark. Cincinnati, Ohio 
Glenn R. Harper. New Orleans, La. Stanley Sturm. G b N.C 
Howard Harper. Mobile, Ala. Ben L. Tabor Harrisburg, Pa. 
Ed. M. Hicklin. Burlington, N. C. Joe Toffelmi Albuquerque, N. Mex. 
W. Dick Hinton. G b N. C. Jack Umstead Memphis, Tenn. 
F. C. Hodkinson, Jr. York, Pa. Reese B. Walter. Kinston, N. C. 
Cary Hollingsworth Tyler, Texas J. A. Webster, Sr. Sav h, Ga. 
C. C. Hooks. High Point, N. C. J. A. Webster, Jr Savannah, Ga. 
Kermit B. Hunt. Gadsden, Ala. James A. White Charlotte, N. C. 
Ralph Joh Dayton, Ohio W. H. White. Sanford, N. C. 
A. Joyner Lewis Jach wille, N. C. Herschel J. Wright S to, Calif. 
Mills C. Luter. Suffolk, Va. Kenneth C. Wright Dallas, Texas 
Edwina MacGreg Houston, Texas S. Baxter Wilson....... Fl Ala. 
Tom G. Maxwell Hickory, N. C. Ray Yates Austin, Texas 














Jefferson Standard Life Insurance Company 


GREENSBORO, NORTH CAROLINA 


A fast growing Billion Dollar Company. . . . The 
record of the past is the surest promise of the future. 
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MORE THAN THREE BILLION DOLTARS 


NOW 
Ol TIPE INSURANCE IN FORGCI 





2ndD 


pd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 20, 1951 








Sales Seminar Is Thursday Feature 
f ely Campaign 


NALU Race 


Secretary 


| rsh, Garrabrant Are 
I als for Post: Loser to 
Te Trustee Candidate 


By ROBERT B. MITCHELL 


As the result of a nomination from 
hefloor that put a second candidate 
into nomination for secretary, cam- 
paigning is going on at a lively rate 
onthe part of backers of the respec- 
ive candidates. 

John D. Marsh, Lincoln National, 
Washington, D. C., the nominating 
committee selection for the secre- 
tary post, has Louis J. Grayson, 
Travelers, Washington, D. C., as his 
campaign manager. 

Campaign manager for F. Leroy 
Garrabrant, New York Life, Asbury 
Park, N. J., is Carlton Cox, Metro- 
politan Life, Paterson, N. J., who 
nominated Mr. Garrabrant from the 
floor at Tuesday’s session of the na- 
tional council. 

The national council votes for of- 
fcers and trustees Thursday aft- 
ernoon. 





Seconding Spectacles Later 


Before calling for the report of 
the nominating committee, Mr. 
Moynahan explained that at the 
council meeting only the name,com- 
fa connection, and city of the can- 





didates would be given by their 
nominators. Anything on their quali- 
fications and the like would be pre- 
sented at the Thursday afternoon 
session. However, the council at its 
Tuesday session had to decide how 
much time should be given to these 
seconding speeches. 

Charles E. Cleeton, Occidental 
Life, of Los Angeles, N.A.L.U. ex- 
pressed sympathy with those that 
didn’t want to be harangued all aft- 
etnoon but asked that the time be 
not cut down unduly, such as to 
three minutes, for example. He ex- 
pressed the hope that the time be 
made not less than five minutes in 
ms for each candidate, and not more 
than 10 minutes each. 


Seven Minutes Each 


Mr. Moynahan, however, pointed 
out that 10 minutes per candidate 
could result in something more than 
two hours of speeches. It was unani- 
mously voted that there should be a 
total of seven minutes of seconding 
Speeches for any candidate. 
Before putting the names of the 
Fominating committee’s choices into 
‘Pomination, the chairman, H. Coch- 


(CONTINUED ON PAGE 41) 





AMERICAN SOCIETY BREAKFAST 





Vincent Coffin Asks Return 
To Career Concept in Selling 


At the annual breakfast meeting 
of the American Society C.L.U. in 
Los Angeles on Wednesday, Vin- 
cent B. Coffin, senior vice-president 
of Connecticut Mutual, discussed 
developments in the life insurance 
business as he had observed them 
for the past 20 years, with special 
reference to the part being played, 
and to be played in the future, by the 
C.L.U. movement. 

Mr. Coffin began his remarks with 
a review of conditions as they ex- 
isted in the business in 1931. He 
pointed out that this was a period 
of tremendous unemployment 
throughout the country, and that 
the unemployment factor was al- 
ways the most difficult one that 
agents might have to deal with. It 
was his opinion that good salesman- 
ship could overcome most all other 
obstacles, such as the lack of income 
in those earlier years, or the infla- 
tion of 1951, but that the specter 
of unemployment was almost im- 
possible to overcome. 


Two Major Changes 


Since those early days, the speaker 
said, there have been two major 
changes with respect to life insur- 
ance distribution. In the first place, 
the field forces are vastly better in- 
formed than formerly. Not only is 
knowledge greater regarding life in- 
surance itself, but many new factors 
have been introduced involving 
study of family and business situa- 
tions, corporate structure, estate 
analysis, pension planning, and tax- 
ation. Obviously the C.L.U. move- 
ment has been the most important 
single element in this advancement 
and field knowledge. 

Secondly, Mr. Coffin pointed out 
that there is far greater public ap- 
preciation of life insurance than 
would have been dreamed of two 
decades ago. This is manifest in 
many ways. The financial journals, 
and in fact the general newspapers 
of the country, today pay frequent 
tribute to the institution of life in- 
surance. The opinion of leaders in 
the business is now sought on many 
occasions by governmental and fis- 
cal authorities, whereas this rarely 
took place in bygone years. Even 
more important, the general buying 
public has come to accept the idea 
of life insurance as being basically 
sound, so that field men rarely spend 
any of their time in discussing the 
merits of the institution, but confine 
themselves to the individual prob- 
lems of the person or corporation 
with which they are working. 


Larger Average Policies 


The result of these changes has 
been to bring larger average policies 
and larger average volume on the 


part of the life underwriters of the 
country. However, the speaker 
quoted a pungent warning delivered 
by an astute general agent in the 
middle west who said, “As knowl- 
edge increases, exposure tends to 
decrease.” 

Mr. Coffin indicated certain other 
directions in which the distribution 
task has not materially changed 
with the years, but expressed the 
strong opinion that the net changes 
have resulted in very considerable 
improvement, and that the Ameri- 
can College has had a very heavy 
part to play in the bringing about of 
this improvement. 


The Future 


As to the future, Mr. Coffin said 
that at the ris kof over-simplifica- 
tion, there remains one particularly 
outstanding problem confronting 
the institution, and that that prob- 
lem might be summarized as “ade- 
quate distribution through adequate 
manpower.” He indicated that while 
the market for the sale of ordinary 
life insuarnce may appear to have 
narrowed somewhat, through the 
effect of mass coverage, corporation 
pension plans, National Service life 
insurance, and the like, yet there 
remains a tremendous potential 
where the statistics indicate an in- 
adequate job is being done. 

The speaker stated that over the 
past two decades many hopeful so- 
lutions had been suggested to the 
basic manpower problem, but that 
none of them had proved capable of 
doing the job. For a time, better 
training was hoped to be the answer 
to all problems, but did not prove 
to be a panacea. Neither is technical 
knowledge a complete solution, nor 
better selection process, nor the in- 
troduction of more college men to 
the business, nor new methods of 
compensation involving salaries or 
similar devices. All of these devel- 
opments have made their contri- 
bution to the welfare of the busi- 
ness, but none of them is sufficient 
to do the job as it ought to be done. 


Career Concept 


Looking toward a better solution, 
Mr. Coffin urged that the business 
return to a more enthusiastic ac- 
ceptance of the career concept in life 
underwriting. He reminded his au- 
dience that young men who are con- 
templating professions such as law 
or medicine as a career do not con- 
cern themselves with the financial 
problems incident to learning their 
profession. He pointed out that if 
life underwriting is to become more 
and more professional in character, 
much of this same philosophy will 
have to be carried over to our busi- 

(CONTINUED ON PAGE 44) 


Five Experts 
Tell How to 
Boost Writings 


Managers Hold Concurrent 
Session; Bell, Meyer 
Win Magazine Awards 


By HOWARD J. BURRIDGE 


The national sales seminar, prob- 
ably the most popular feature of the 
N.A.L.U. program, and the concur- 
rent session of the general agents 
and managers were the main attrac- 
tions Thursday morning during the 
N.A.L.U. convention at Los An- 
geles. 

N.A.L.U. Secretary David B. 
Fluegelman, Northwestern Mutual, 
New York City, presided at the 
seminar, which was held at Phil- 
harmonic Auditorium, where the 
N.A.L.U. general convention ses- 
sions are held. Also like the general 
sessions, the seminar started off 
with community singing and an 
invocation, the clergyman being 
Rabbi E. F. Magnin of the Wilshire 
Boulevard Temple, author of “How 
to Live a Richer and Fuller Life.” 


Speakers and Topics 


Speakers and their topics were 
Hal L. Nutt, director of the Purdue 
course, on “Managing Your Con- 
fusion”; Lillian L. Joseph, Home 
Life of New York, New York City, 
on “The Littlke Woman Makes Big 
News”; Arthur S. Soll, John Han- 
cock, Los Angeles, “The Man on the 
Debit Looks Realistically at Ordi- 
nary”; Lewis T. Stearn, Northwest- 
ern Mutual, Minneapolis, “Pros- 
pecting—It Affects Our Daily 
Work”; and C. L. O’Quinn, “A Life 
Insurance Career.” 

W. Thomas Craig, Aetna Life, 
Los Angeles, presided at the meet- 
ing of managers and general agents. 
He is chairman of the managers’ 
committee. 

Managing Director Charles J. 
Zimmerman of L.I.A.M.A. an- 
nounced that Hugh S. Bell, general 
agent for Equitable of Iowa at Se- 
attle, has been judged winner of the 
1950-51 Manager’s Magazine prize- 
winning article award. Mr. Zim- 
merman presented to Mr. Bell an 
inscribed desk clock. 


Was in July Issue 


Copies of the prize-winning ar- 
ticle, “The Magic Triangle,” were 
distributed. Appearing in the July, 
1951 issue of the magazine, it dis- 
cussed managerial supervision and 
successful selling ideas. 

It was the fourth time that Mr. 
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Bell has won the award. 

Mr. Zimmerman also presented 
an inscribed desk clock to Harold A. 
Meyer, district manager for John 
Hancock at Springfield, IIl., for the 
best article appearing in the maga- 
zine “District Management” during 
1950-51. This is the first time the 
award has been presented. Hence- 
forth it will be presented annually. 

Reprints of the article were dis- 
tributed at the meeting. It originally 
appeared in the issue of February, 
1951. Entitled “Training Is Our 
Biggest Job,” the article deals with 
training methods Mr. Meyer has 
used successfully. 

(CONTINUED ON PAGE 7) 





R. B. Coolidge, vice-president of 
Aetna Life, speaking at the general 
agents and managers meeting, said 
the high turnover among agents is 
not a sufficient reason for pessi- 
inism and discouragement; that it 
will be necessary to continue re- 
cruiting and training, with empha- 
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sis on the latter, and that even the 
man who doesn’t quite make good 
is much better off for the training 
he has received. 





Lewis T. Stearn, Northwestern 
Mutual, Minneapolis, emphasized 
the important place of prospecting 
in the sales process and reviewed 
the various successful ways of 
getting prospects. He was inclined 
to regard newcomers to the com- 
munity as taking top rank in that 


American College 
Trustees Dinner 


Well Attended 


Officers, trustees, and guests of 
the American College joined in the 
annual trustees’ dinner at Los An- 
geles, Tuesday evening. 

Julian S. Myrick, chairman of the 
board of trustees, and retired vice- 








i en 





































associations. 


president of the Mutual Life, pre- 
sided. 

Dr. S. S. Huebner, president of 
the American College, told of the 














Alfred B. Hastings 


Underwriters. 





William W. Davies III 


CONGRATULATIONS 


C.L.U. DESIGNATION CONFEREES, September 19, 1951 





Lloyd G. Hild 
John M. Russon 


**%* We are proud of these four men, graduates of Stanford University, Pomona 
College, U.C.L.A., and University of Utah respectively, who receive the C.LU. 
designation at the 1951 conferment exercises of the American College of Life 


* ** We are proud of the leadership being given to the Los Angeles C.L.U. Chapter 
by John F. Curtis, currently serving as President. He has long been a substantial 


personal producer 


* *«* We are proud of the unusually high production of each of our Associates which 
enabled us to lead all agencies of our Company four out of the last five years. 
Ten of our Associates are C.L.U.’s — twelve were among the one hundred Company 
leaders last year — six are currently Million Dollar Round Table Members — 


more are on the way. 


THEJOHN W. YATES AGENCY 


John W. Yates and Robert L. Woods, C.L.U., General Agents 
Massachusetts Mutual Life Insurance Company 


530 West Sixth Street, Los Angeles 14 


PRESIDENT 
L. A. CHAPTER 





John F. Curtis, C.L.U. 









Quintet of executive secretaries: James Brooke, Harrisburg. Pennsylvania association; Jy 
Luidens, Chicago association; Margaret Becker, Peoria, Illinois association: Joseph Charley) 
Los Angeles association and Los Angeles Managers; William Coogan, Boston and Massachusei, 


























Hono 
John M. 
was lon; 
H4.M.A., 
Americ 
voted a 1 
annual 1 
copy of 
the fami 
Mr. F 
widely k 
sjance bus 
the Am 
and unti 
served a 
lege’s €2 
founding of the college in 1927, }; ba 


related how in 1924, in an addresjjows: 

at the N.A.L.U. convention in th “John 
Biltmore hotel, Los Angeles, he firs|porn int 
announced his now famous “humajness, His 
life value concept of life insurance'| Phoenix 
and the theme of the conventiotat Hartf 
was, in fact, based upon that ide 


Edwards Speaks Set up B 
J. Stanley Edwards, N.A.Lt} “After 
president in 1920, and now genenj ation a 
agent emeritus of Aetna Life {Universi 
Denver, paid a beautiful tribute tf'4td aw 
life insurance in its original an legal de} 
primary function as protection fo Mutual. 
the home, family, and loved oneitfuence 
Henry E. North, vice-presidenj“ent Wit 
of Metropolitan Life at its San Fran! the lea 
cisco western head office, lauded liff™4"48€" 
insurance as a cooperative effor support, 
through individual initiative an’ Life Inst 
responsibility in the great America"tau., Th 
tradition. Every good life insuranc|®!Ung . 
man or woman is a part of a movef*M€ busi 
ment which aims through prote{"t back 
tion and security to make this worl Durin 
a better world tomorrow. under M; 


Way of Doing Work Piseeaeah 
Howard H. Cammack, AlbamJsearch in 
N. Y., general agent of John Harjand edu 
cock, and retiring president of thjagents. T 
American Society of C.L.U., pointeprogram « 
out that professional life undetin the wh 
writing comprises not only a fielijment, an 
of knowledge, but also a way oftime. 
doing the day’s work in life unde} “It was 
writing. “We are all indebted tithe orgar 
many pioneers in what was profe|(ollege ¢ 
sional and thorough work in litlwhich he 
underwriting long before the Amerjone year 
can College in 1927 first offered thFrom tha 
excellent facilities and the oppoythe colleg 
tunity for professional training no"valuable | 
available,” he declared. and unsel! 
Others who spoke were Dr. Davifity to the 
W. Gregg, of the American Collegeof the coll 
Karl K. Krogue, Business Men’s A#pfits com: 
surance, Spokane, immediate past meeting 
president of the society, and Charlboard of tr 
W. Campbell, trustee of the colleg 


































and manager of Prudential Co. 4 ites Aid 
Newark. ‘His le 
Vice-President Charles E. Clegtent of the 


ton, of the National Assn. of Liatilities 
Underwriters, was host at his honf"urance, 
to the officers and council of tithe bette 
N.A.L.U. and their ladies, and int@'surance 
evening at a dinner at the Bevetl In Tecos 
Hills Hotel for his guests. _pivice tot 
compliments of Pacific Mutual Lilg® receivec 
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erican College 
spis Resolution 
Holcombe 


Honoring the memory of the late 
John Marshall Holcombe, Jr., who 
was long managing director of L.I. 
AM.A., the board of trustees of the 
American College unanimously 
voted a memorial resolution at their 
annual meeting at Los Angeles. A 
copy of the resolution was sent to 
the family as a token of sympathy. 
Mr. Holcombe, one of the most 
widely known men in the life insur- 
ance business, had been a trustee of 
the American College since 1928, 
sociation; Jaland until the time of his death had 
h Charleviil eryed also as a member of the col- 
lege’s executive committee and as 
chairman of the registration board. 


1 1927. H} The resolution is in part as fol- 
an addres lows : 
10n in th} “John Marshall Holcomb, Jr., was 


les, hefirlhorn into the life insurance busi- 
us “humatness. His father was president of the 
nsurance,|Phoenix Mutual Life Insurance Co. 
Sonventiojat Hartford. 

that ide 





Set up Bureau in ’21 


“After finishing his formal edu- 
yw gener cation at Hotchkiss School, Yale 
1a Life ,{University, class of 1911; and Har- 
tribute ti vard law school, 1914, he entered the 
iginal an legal department of the Phoenix 
tection fof lutual. He soon came under the 
oved onefitfluence of their then vice-presi- 
-presiden dent, Winslow Russell, who was one 
. San Franf! the leaders in progressive agency 
lauded ki(™anagement at that time. With his 
tive efforupport, in 1921 he established the 
iative an{Lile Insurance Sales Research Bu- 
t America{"au-. This venture was a new and 
> insuranc|citing chapter in the life insur- 
of a movefance business, a truly pioneering ef- 
gh protec} ort backed up by 13 companies. 
this worl] During the years of its growth 
my under Marshall Holcombe’s direc- 
tion, the research bureau embarked 
ona vast program of scientific re- 
k, Albamjsearch into the training, selection 
John Harjand education of life insurance 
lent of thyagents. There also was developed a 
U., pointe}program of exchange of information 
‘ife undetjin the whole area of sales manage- 
nly a fielment, an entirely new field at the 
a way Ojtime. 
life unde} “It was natural for him to join in 
ndebted tithe organization of the American 
vas profe|College of Life Underwriters of 
ork in littwhich he became a trustee in 1928, 
theAmetjone year after its incorporation. 
offered tljFrom that time on he ‘was one of 
the oppojthe college’s most important and 
aining noaluable trustees. He gave freely 
td unselfishly of his time and abil- 
> Dr. Davifity to the growth and development 
an Collegiof the college. He served on many 
; Men’s Asof its committees and rarely missed 
diate past meeting of the committees or the 
nd Charlqboard of trustees. 
the college 
tial Co. 4 


N.A.LU. 


















ites Aid to Management 





“His leadership toward better- 
s E, Cleptent of the educational and training 
sn. of Lilf@tilities of the institution of life 
t his homf™urance, contributed significantly 
cil of tHfthe better management of our life 
_and inthf"Surance companies. 

1e Bevetl In recognition of his outstanding 
s. _p tice to the cause of life insurance, 
utual Lig teceived the John Newton Rus- 





sell Award in 1949. His citation read, 
in part: 

“As the founder and continuous 
director of the Life Insurance Sales 
Research Bureau, later the Life In- 
surance Agency Management Assn., 
he has been a trail blazer in the field 
of studying human relations in the 
life insurance sales force and apply- 
ing to them the knowledge which 
American industry has developed in 
recent years.’ 

““He has brought research tech- 
niques to sales problems on an insti- 
tutional basis in the life insurance 
business with a central organization 
devoted to this work. His leadership 
has been of inestimable value in de- 
fending and improving the Ameri- 
can agency system.’ 

“His legion of friends and asso- 
ciates shared his friendship and loy- 
alty, a privilege they will find hard 
to replace and will never forget.” 


Opening Session 


This year’s first general session 
held Wednesday in Los Angeles’ 
huge Philharmonic Auditorium was, 
like those of other years, colorful 
and of special interest. After a few 
general sessions have been held they 
are not attended with the same 
eagerness or enthusiasm. It is when 
the initial gatherings are getting 
under way that the audience is on 
the que vive and unusually alert to 
what may be unfolded. 

Following the custom of the years 
there was a “warming up” of the au- 
dience to organ music and singing 
led by Hugo Kirchofer, Los Angeles. 
The pianist was Everett L. Ander- 
son, Los Angeles. They succeeded 
in getting a good audience participa- 
tion and after theywere thorough- 
ly in the mood there was the singing 
of the national anthem. Bishop 
Manning, Los Angeles, pronounced 
the invocation. 

Mark S. Trueblood, Union Cen- 
tral, president of the Los Angeles 
association, extended the official 
welcome. He said that the 62nd an- 
nual convention was the result of 
more than two years of effort and 
planning on the part of the Los An- 
geles association and that gratifying 
cooperation in making the prepara- 
tion had been extended by 19 Cali- 
fornia associations having over4,000 





From the N.A.L.U. headquarters: Wilfrid E. 
Jones, director of public relations: and B. N. 
Woodson, executive vice-president. 





members. Asa true Californian, Mr. 
Trueblood could not resist remark- 
ing that in the past seven years, 
4,000,000 have established their resi- 
dence in the Golden State. 

Paul G. Hoffman, director of the 
Ford Foundation, qualified himself 
as a life insurance policyholder by 
remarking as a preface to his talk 
that he bought his first policy in 
Los Angeles in 1911 and that he 
continued to buy additional policies 
with regularity until some years 
later he found that his annual pre- 
miums were exceeding his annual 
income. He said that, as a matter 
of fact, he paid life insurance pre- 
miums out of capital for several 
years. 


Was 1943 Speaker 


He remarked that he became ac- 
quainted with the National associa- 
tion as a speaker at its annual meet- 
ing in Pittsburgh in 1943. Mr. Hoff- 
man revealed himself as a speaker 
of pleasant delivery and although 
what he had to say was interesting 
and even fascinating to the audience 
as a whole, he did not make the 
mistake of over emphasizing or rais- 
ing his voice. 

Most of those who attended the 
first session felt that it was particu- 
larly appropriate that one of the 
speakers should be Leroy A. Lin- 
coln, chairman Metropolitan Life, 
first because one of the Metropoli- 
tan’s most distinguished and suc- 
cessful managers was presiding as 
the association’s president and sec- 
ond that on the Pacific Coast, the 
Metropolitan people are in a mood 
of celebration — 1951 marking the 
50th anniversary of the establish- 
ment of the Pacific Coast depart- 
ment of Metropolitan. 





John P. Hennessey, John Hancock, Salem, 
Mass., president of the Boston association, and 
Mitchell Rosser, Phoenix Mutual, Boston, past 
president of the Boston association and national 
committeeman of the Massachusetts association. 


Nussbaum Elicits 
Wide Participation 
From His Group 


There was wide audience partici- 
pation at the meeting of the com- 
mittee on associations, of which 
A. Jack Nussbaum, Massachusetts 
Mutual, Milwaukee, is chairman. 

Mr. Nussbaum encouraged all in 
attendance to speak from the floor 
and to explain their association ac- 
tivities in various parts of the coun- 
try. Association methods, legislative 





work, committee organization, tie- 
ups and correlation of state and 
local associations, and every activ- 
ity followed in carrying out the 
work of local and state associations 
was discussed. 

There was some concentration on 
leadership training schools and the 
complete kit used in conducting 
them was exhibited. During the past 
year, 47 such schools were hold. Mr. 
Nussbaum recommended that they 
be staged as soon as possible after 
June 30, each year, designating this 
as the best time for this particular 
activity. 


Los Angeles Assn. Host 
At Breakfast For Trustees 


The Life Underwriters Assn. ot 
Los Angeles was host at an early 
breakfast at the Biltmore Monday 
morning with the officers and trus- 
tees of the N.A.L.U. and the chair- 
man of the local committees that 
made the arrangements for the con- 
vention, as guests. 

The breakfast was arranged so 
that the visiting officers and trustees 
might have an opportunity to be- 
come acquainted with the men who 
gave of their time and talent to 
make the convention an outstand- 
ing one. 


Cal.-Western Host at 
Two Functions This Week 


California- Western States Life is 
sponsoring two affairs at the N.A. 
L.U. convention. One was an L.U. 
T.C. breakfast Wednesday at which 
President A. J. Lacy, an L.U.T.C. 
director, was host, and Ralph G. En- 
gelsman, Penn Mutual, New York 
City, L.U.T.C. president, was the 
principal speaker. Senior officers 
and training directors of all western 
life companies were invited and 
about 35 were present. Mr. Engels- 
man discussed L.U.T.C. and sug- 
gested ways in which it can be co- 
ordinated with company training 
plans. 

The other function is a company 
dinner Thursday evening. Members 
of the home office staff who are on 
hand include Mr. Lacy, Robert E. 
Murphy, vice-president and man- 
ager of agencies ; L. C. Tallman, sec- 
ond vice-president and assistant 
manager of agencies; Stella Gibbs, 
assistant director of education and 
training; Harry W. Storck and 
Lynn Tenney, superintendents of 
agencies; and Thomas J. Hammer, 
director of agency service. 





Newark: 
Wheeler King, New England Mutual, New 
York City: and Harry Krueger, Northwestern 
Mutual, New York City. 


Charles Campbell, Prudential, 
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Outside the convention hotel: Gerard S. Brown, Penn Mutual, Chicago; Richard W. Anger 
Lincoln National, Cincinnati; N. H. Seefurth, Northwestern Mutual, Chicago; and Harry Schuh 





Bruce E. Shepherd, manager Life Insurance Assn. of America; Julian S. Myrick, president of Butnal Life, nail 
the American College and retired vice-president of Mutual Life; Stanton Hale, vice-president and 
manager of agencies of Mutual Life, and Joseph Reese, manager of the home office of Penn Mutual. 





Committees dealing with related matter held joint meetings to better integrate their work 
and facilitate matters for those attending: Robert L. Walker. Peninsular Life, Orlando, chairman 
of the membership committee: Harry J. Syphus, Beneficial Life, Salt Lake City, chairman of the 
speakers bureau committee; A. Jack Nussbaum, Massachusetts Mutual, Milwaukee, chairman 
of the associations committee; and Mrs. Eleanor Dowling, assistant to the executive vice-president, 





From Mutual Benefit Life: Samuel Quitman, Chicago; Richard Pille, agency vice-president: 





headquarters aide to the committees. 


Carney Smith, Washington, D. C.; and John Brundage, director of agencies. 





Follow-up on Beneficiaries Feature of 
Lillian Joseph’s Sales to Women 


A systematic follow-up of child- 
ren who are named as beneficiaries 
by women pur- 
chasers has been 
a big factor in her 
success, Mrs. Lil- 
lian L. Joseph, 
Home Life, New 
York, who spe- 
cializes in selling 
women, said in 
her talk at the 
national sales 
seminar on the 
importance of the 
women’s market 
and the best ways for writing busi- 
ness in that field. 

“T always jot down the birth dates 
of the children who are policy bene- 
ficiaries,” she said. “These are put 
on file and reviewed every two years 
to determine if they’re of insurable 
age. This means you have as many 
potential clients as there are child- 
ren in the family. As they grow up 
you have a young group, many of 
whom are aware, through family ex- 
perience, they should follow some 





’ gts o> 


Lillian L. Joseph 


plan of saving, but don’t quite know 
how to go about it. 

“They need a simple, systematic 
savings plan and here good counsel 
by an interested, well-informed un- 
derwriter bears fruit. These young 
people will, in due time, obtain bet- 
ter positions, make more money, 
raise their own families. Many who 
start off as secretaries or clerks will 
some day be executives with fairly 
large salaries. Many go into busi- 
ness and thus expand your prospect 
list to include their partners, their 
employes, and their business asso- 
ciates. Virtually all of them, life, 
love and the pursuit of happiness 
being what it is,. have children. 
They, in turn, become additional 
prospects. 

“The underwriter who gets in on 
the ground floor has an excellent 
opportunity to place additional in- 
surance as the policyholder’s earn- 
ings increase. I know it. I’ve bene- 
fited, myself. This keeping track of 
beneficiaries must be carried on 
systematically throughout the 
years. At times, it’s a tedious chore 


but it will keep you writing new 
business. As a matter of fact, 62% 
of my own business last year was 
written as a result of this plan.” 


Importance of Women’s Market 


To show the importance of wo- 
men as life insurance buyers, Mrs. 
Joseph cited the large number of 
women who are in the news today, 
not because of “Ziegfeld girl” type 
of publicity but because of their real 
accomplishments in business and 
government; their large ownership 
of stocks and saving bank accounts, 
the size of their own incomes and 
the even more important fact that 
they directly control the spending 
of more than 80% of the entire na- 
tional income. 

Strictly on the life insurance side, 
she pointed out that women bought 
about $4% billion of new life insur- 
ance in 1950 and that the total 
amount owned by women rose to a 
new peak estimated at about $5 bil- 
lion. Furthermore, a study of lapsa- 
tion made by the L.I.A.M.A. 
showed that 15% more of the poli- 
cies bought by women were kept up 
than of the policies bought by men. 

“There is very definitely a wo- 
men’s market,” she commented. 
“Not only is it here to stay, but it 
has an almost limitless potentiality. 
Women, today, more than ever, 


have the ability to pay for life in- 
surance.” 


Not Accidental; It Was Planned 


When Mrs. Joseph entered the 
business in 1932, the women’s mat 
ket had been virtually untapped 
She decided to tap it and today 90% 
of her personal production comes 
from women. It wasn’t accidental: 
it was planned, she said. “During 
my first year in the business, I sol 
policies of $1,000 apiece to 160 wo 
men. Too small to bother with? Not 
at all — because I stayed with these 
women. As they received promo 
tions and increased earnings, | it 
creased mine. I followed them 
through their marriages, keeping 
track of the growth of each particu: 
lar family.” 

She reviewed the reasons wh! 
women should own life insurance 
taking the single girls first. She sat 
a single girl should own life insut, 
ance because: For her it is a system 
atic plan for savings and thereby? 
means of safeguarding her future 
If illness strikes, she doesn’t have tt 
turn to father who can, perhaps, i! 
afford the money — if father is ther4 
to be turned to at all. Cash can b 
borrowed on her policies to mee! 
such emergencies. It is the onl 
form of saving which can guarantt 
that she will have a fixed incom 

(CONTINUED ON PAGE 36) 
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When you stop to think about it, you and the mee 
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Success Means Doing What 


Successful Men Have Done 


The way to be successful is to do 
what successful men have done, 
Hal L. Nutt, di- 
rector of the Pur- 
due course, de- 
clared in his talk 
on “Managing 
Your Confusion” 
at the national 
sales seminar. 
“We need only to 
study the meth- 
ods of successful 
men, make our 
own adaptations 
of those methods, 
and we will achieve success in like 
degree,” he said. “Thise methods 
which have persuaded one group of 
prospects to buy life insurance will 
persuade another group, because 
human nature is all the same.” To 
demonstrate that the latter state- 
ment is correct, he tried an experi- 
ment on those attending the sem1- 
nar session, asking them to write 
down the first word that came to 
mind on mention of a wild animal, 
a flower, a color, a carpenter’s tool 
and a piece of furniture. There was 
a surprising degree of unanimity in 
the reactions. 

“Yes, human nature is all about 
the same, and we should hold the 
granite conviction that methods 
which work for one group of agents 
will work for us—sales ideas which 
persuade one group of prospects to 
buy will also persuade another 
group. They don’t all buy. Not all 
methods will work, but most of 
them will. 





Hal L. Nutt 


Business One of Confusion 


“Any intelligent life insurance 
man will probably agree that the life 
insurance business is inherently one 
of confusion. We have too many 
things to choose from—human na- 
ture itself is complicated—we must 
be the president, the vice-president, 
secretary and treasurer, sales mana- 
ger and salesman, all rolled into one 
suit of clothes. We have to make 
our own flow of work, to execute 
every facet of the job, from pros- 
pecting to selling. It isn’t easy, but 
we should be glad of the difficulty ; 
otherwise successful men in this 
business would not earn so much 
money.” He quoted an answer from 
an unknown source to the question: 
“What Is an Agent?” It was 

“An agent is a human being (not- 
withstanding persistent rumors to 
the contrary). He is lured by the re- 
iterated statement that he is ‘his 
own boss’ and learned that this en- 
titles him to six extra hours of work 
after the usual eight and the addi- 
tional privilege of convincing his 
wife that it is work which consumes 
his evenings. 

“He is hired for his sales ability 
and then berated because he is not 
a detail man. Since he devotes only 


14 or more hours daily to earning his 
living, he is expected to complete 
various and sundry ‘courses’ during 
his leisure time. He is deluged with 
drives, campaigns and contests, all 
of which have two features in com- 
mon: hard work and an award of an 
autographed photograph, or its 
equivalent. 

“He supports a million-dollar of- 
fice organization and uses his knee 
for a desk, carrying his files in his 
own pocket. Collectively he has 
amassed 5/7 of the nation’s wealth 
—singly he wonders where next 
month’s rent is coming from. He is 
nagged by his company, shunned by 
his fellowmen and tolerated by his 
family. An office boy starts at the 
bottom and works up — an agent 
starts at the bottom and works. If 
he answers all his mail, he is con- 
sidered a letter-writing nuisance; 
if he doesn’t, he is charged with not 
cooperating. He is urged to get out 
of the ‘$1,000-app-class and then 
when he sends in a $5,000 case, it is 
subjected to suspicious scrutiny and 
likely declined because cash ac- 
companied the application. He is on 
the losing end of one of the most 
highly organized ‘buck-passing’ set- 
ups known. 

“He spends all day boosting his 
company and his product to his 
prospects and all night damning 
them to his wife. Mentally he re- 
signs at least once a week—actually 
he goes to work every morning. He 
handles a commodity as elusive as 
Yehudi—is told how to sell it by 
folks whose experience along that 
line is confined to a two-year course 
in some college—and sells it to peo- 
ple who don’t want it... a truly re- 
markable person is the life insur- 
ance agent!” 

“Although we can’s eliminate all 
the confusion,” Mr. Nutt com- 
mented, “we can learn to manage 
most of it.” 


Steps Leading to Sale 


He then took a few of the steps 
leading to a sale. He said a sale re- 
sults when emotion and logic are 
combined in the proper proportions. 
Logic alone will work with some, 
but not with most. “You've got to 
give the prospect a kick in the seat 
of his emotional pants, otherwise he 
finds too many logical objections to 
your logical recommendations.” 


Guarantee Sum to Widow 


When trying to persuade a pros- 
pect to determine his objectives and 
fix his problem, the agent should 
say, “How much income will your 
wife need when the children are 
through school?” Rather, Mr. Nutt 
would ask him, “What do you think 
is the most important thing you can 
do for your children?” Most men 
will say “an education or start in 
life,” and the agent will reply, “Yes, 


I think that’s important, but tell me, 
has there been anyone close to you 
—any good friend—whom you have 
known in the course of the past 10 
years — who has suddenly been 
charged with the responsibility of 
the financial care of his parents? 
It’s a tough situation isn’t it? 

“Men who have seen this close at 
hand tell me that the one thing they 
are most determined to do is to pre- 
vent either the old man or the old 
lady from ever becoming dependent 
on the children. Sometimes $100 a 
month is the difference between de- 
pendency and independence. Men 
tell me the difference between $100 
a month and nothing is a lot greater 
than the difference between $100 
and $300. A mother-in-law who has 
$100 a month of her own is a wel- 
come visitor, but if she has nothing, 
she’s a problem to herself and to 
her children. Isn’t there some arbi- 
trary sum you would like to guaran- 
tee your widow, so that your chil- 
dren will never wonder why they 
are doing a job that you should have 
done?” 


Retirement Income Presentation 


Where a prospect for retirement 
income plan is very reluctant to sign 
up, Mr. Nutt suggested this pre- 
sentation: “Joe, I’ve talked a lot of 
figures to you. They’re cold and 
don’t quite tell the story. Now, I 
want you to project yourself into 
the future. Imagine that tomorrow 
is your 65th birthday, the day you 
retire from employment by the Los 
Angeles Power & Light Co. The 
company is going to let you go—to- 
morrow is retirement day. You go 
down to the office and take your seat 
behind that big brown desk, just as 
you always have, but there’s some- 
thing strange in the air and you find 
that down inside of you are a lot of 
butterflies. Your friends come by 
during the day, pat you on the 
shoulder and say how sorry they are 
to see you go. Finally, the president 
arranges a little ceremony and pre- 
sents to you a gold watch in token 





of your many years of service to th 
company. 

“That evening you and your wif 
sit down to a quiet meal, not muc¢ 
conversation because both of yo 
are a bit disturbed by the tremep. 
dous readjustment which retir. 
ment brings about. You can’t fix 
much interest in the evening paper 
so you go to bed. The old alarp 
clock is set for the usual time, an 
with difficulty you fall asleep. 4; 
7 o'clock the alarm goes off and yo, 
reach over and turn it off. But with 
your little finger you feel somethin 
that you’d never felt before. Yo 
pick it up, take a look, and see a$ 
bill! You're wide awake then, Joe 
and for the first time you realix 
that is what the insurance man w, 
talking about—a $5 bill underneat} 
your alarm clock every morning 4 
long as you live. You can buy tha 
clock from me, Joe, if you ca 
qualify. Would you like to take th 
ra step and see if you can qual 


Before Sale Comes Approach 


Regarding the approach, Mr 
Nutt said he didn’t know too much 
about the psychological principle 
involved. Perhaps the first 10 sec. 
onds are the most important—per. 
haps they aren’t. But successful 
men have found that use of the mail 
will set the stage for an interview 
under ideal circumstances. Mr. Nutt 
strongly recommended direct mail 
“With printed words you can ac- 
complish much, if you use words 
that have been proven by other suc- 
cessful salesmen.” 

He spoke of a letter which first 
appeared in Managers’ Handbook. 
“T’ve given copies of this letter to 
L.U.T.C. classes and fellows in our 
school at Purdue, and their experi- 
ence has been amazing,” he said. 
“For instance, one combination 
salesman told me he mailed this let- 
ter to every person in his debit. His 
next time around 62 persons volun- 
tarily brought up the subject of life 
insurance. Another agent adapted it 


(CONTINUED ON PAGE 38) 









































Robert E. Wilkins, Prudential, Hartford: Howard V. Krick, Penn Mutual, New Haven. | 
Verne Gilbert, Equitable of Iowa, Portland, Ore. 
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Has Named Two 
New Trustees 


Officers of American College of 
Life Underwriters were reelected, 
two new trustees were named to fill 
vacancies, and five trustees %vhose 
terms expire in 1951 were reelected 
at the annual meeting of the board 
of trustees of the college, held at 
Los Angeles. 

Charles J. Zimmerman, managing 
director of L.I.A.M.A. was elected 
to a trustee vacancy upon the death 
of John Marshall Holcombe, Jr., for 
nearly 30 years manager of L.I.A. 
M.A. and its predecessor, Life In- 
surance Sales Research Bureau. 

Dr. David W. Gregg, dean of 
American College, was also elected 
a trustee. 

A memorial resolution honoring 
the memory of Mr. Holcombe, many 
years a trustee of American College 
and chairman of its registration 
board, was adopted. 

Reelected for three-year terms 
were the following trustees: Paul F. 
Clark, president John Hancock; 
Vincent B. Coffin, vice - president 
Connecticut Mutual; O. Sam Cum- 
mings, general agent Kansas City 
Life, Dallas; Grant L. Hill, vice- 
president and director of agencies 
Northwestern New England Mu- 
tual; Cecil J. North, vice-president 
Metropolitan; Joseph H. Reese, 
general agent Penn Mutual, Phil- 
adelphia. 

Officers reelected are Chairman, 
Julian S. Myrick, vice-president (re- 
tired), Mutual Life; President, Dr. 
S. S. Huebner, professor of insur- 
ance University of Pennsylvania; 
Executive vice-president, Dr. David 
McCahan, Professor of insurance, 
University of Pennsylvania; Dean, 
Dr. Gregg; Secretary, Mr. Reese; 
Treasurer, Sewell W. Hodge, treas- 
urer Provident Mutual; Robert De- 
chert, counsel, Philadelphia. 


President of C. I. O. 
Agents’ Group 
Presents Views 


The session of the compensation 
committee of which Spencer L. Mc- 
Carty, Provident Mutual, Albany, is 
chairman, was enlivened by a brief 
talk by John Drummond of Los An- 
geles, president of the Life Insur- 





Robert Nelson, Penn Mutual, San Francisco: 
and William H. Holman, Peninsular Life, St. 
Petersburg, Florida. 


ance Field Force of America, the 
organization now affiliated with the 
C.1.O. and originally spearheaded 
by Nola Patterson, Reliance Life, 
Atlanta. 

Mr. McCarthy introduced Mr. 
Drummond at the start of the meet- 
ing, along with President Holgar 
Johnson of the Institute of Life 
Insurance and Bruce E. Shepherd, 
manager of Life Insurance Associa- 
tion of America. 

At the close of the meeting, after 
the committee report had been 
adopted unanimously, Mr. Drum- 
mond asked permission to make a 
few comments. Any who might have 
expected a fiery oration were in for 
a surprise. 

Ina scholarly and well modulated 
voice, Mr. Drummond indicated that 
he felt agents should be represented 
on the boards of legal reserve life 
companies, that agents’ contracts 
should be renewed only after con- 
sultation with the agents and the 
desirability of discussing the ques- 


tion of vesting vs. non-vesting of 
contracts. 

Mr. McCarthy replied that these 
questions were not germane to the 
discussion the committee was en- 
gaged in, or to Section 213, the ex- 
pense limitation expense of the 
New York insurance law, which the 
committee is concentrating on at 
present. 


Report Speakers 
Bureau Machinery 


Is Well Oiled 


At the meeting of the committee 
on speakers bureau, it became clear 
that the N.A.L.U. headquarters now 
has the machinery well oiled and 
the facilities streamlined so far as 
the furnishing of the names of sug- 
gested speakers to local associations 
is concerned. Harry J. Syphus, Ben- 
eficial Life, Salt Lake City, who pre- 


sided as chairman, explained th 
steps that had been taken during th 
past year to create a more compre. 
hensive file of speakers names. }; 
explained that information had bee, 
sought from the field, that member; 
had been asked to comment upo 
and grade the speakers they ha 
heard, and in this way a very much 
larger-than-usual file had been com. 
piled. In addition, it is now the prac. 
tice to get the itineraries of promi. 
nent life insurance men making 
cross country trips so that they maj 
be called upon as speakers in varioy; 
parts of the country. One defect jy 
the plan has been the failure of local 
association presidents to turn ove 
their speakers file to the local pro. 
gram chairman. Mr. Syphus recon. 
mended that the speakers kits, fur. 
nished by N.A.L.U. headquarter 
go directly to the program chair. 
man, rather than to the association 
president. It was made clear that 


fee is paid to or expected by thos 
who constitute the speakers group, 














Congratu lations 


To the members of the National 
Association of Life Underwriters, 
on the occasion of their Sixty-second 
Annual Convention, for their 
continuing and effective efforts in 
advancing the standards and scope 


of life insurance sales and service. 


HQuITABLE 


Founded in 1867 in Des Moines 
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Tom W. is not an oculist, optometrist or optician— 
but he’s done a lot to promote foresight in his com- 
munity. . 

The son glasses he fits are the kind that make 
a father realize that his boy’s education is too 
important to be left to “happenstance”. 

In short, Tom’s job is to remove those well known 
rose-colored spectacles from the eyes of heads of 
families, home owners and business men— give them 
a clear and realistic pre-view of the future—and get 
them to act on what they see. 

Incidentally, Tom W. doesn’t need magnifying 
glasses when he surveys his 27 year record as a 

p : : ; promoter of human happiness and security. There’s 
One of a series of advertisements illustrating how a i 
representative of The Equitable Life Assurance Society not a man in town who has done more for the good 
serves his community by selling life insurance. of his fellow citizens — and through them, for the 
community as a whole—than Tom W....who is proud 
to call himself a representative of The Equitable 
Life Assurance Society. 
xk * 
LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broad- 
casts from the files of the Federal Bureau of Investigation...anoth 
public-service contribution sponsored in his community by The 
Equitable Society Representative. 
EVERY FRIDAY NIGHT « ABC NETWORK 
THOMAS |. PARKINSON, President 
393 Seventh Avenue. NewYork I, N.Y. 
| 
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DR. COONS ADDRESSES LUTC 





Calls Education, Industry 
Partners in Freedom 


Conversely, “without the expansion 
of elementary, secondary and trade 
schools, without the art and science 
wisdom of our free colleges and uni- 
versities, without free inquiry and 
the skills of language, literature,and 
laboratory research, industry could 
not have availed itself as fully as it 
did in production or in commerce 
of the opportunities of a free econ- 
omy.” 

Dr. Coons said all aspects of free- 
dom are so interrelated that the free 
enterprise system cannot endure 
without free throught, without a so- 
ciety free in its non-economic as- 
pects. Likewise, free thought can- 
not endure without free economy or 


The interdependence of educa- 
tion and industry as partners in 
freedom was stressed by Dr. Arthur 
G. Coons, president of Occidental 
College, Los Angeles, at the Life 
Underwriter Training Council 
luncheon Wednesday during the 
N.A.L.U. convention. 

Ralph G. Engelsman, general 
agent of Penn Mutual at New York 
City and president of L.U.T.C., pre- 
sided. 

Dr. Coons pointed out how the 
free enterprise system has provided 
the material basis of wealth by 
which intellectual, spiritual and so- 
cia lachievements could be extended 
to ever-widening circles of mankind. 


free society. He concluded that it is 
impossible to reduce one aspect of 
freedom without endangering other 
freedoms. “This is the truly con- 
servative view in American society,” 
he said. “All else is either reaction or 
revolution. Only the strong can be 
free and endure and only the free 
can be strong and endure.” 


Freedom and Security 


Pointing out that freedom and se- 
curity have been the subjects of 
many speeches, pamphlets and 
books in recent decades dealing pri- 
marily with America’s internal or 
domestic economy, Dr. Coons stated 
that these two aspects have often 
been discussed as antithetical, op- 
posing concepts having no relation- 
ship to each other. He explained 
that it has been said that to seek 
more security is to lost some free- 
dom. On the other hand, “others 
have said, if we seek freedom, or if 
we continue to allow freedom in the 
degrees known historically, we shall 
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have to sacrifice some of our ge 
curity.” 

Dr. Coons then illustrated “th 
solid philosophical basis for regard. 
ing freedom and security as pol 
apart,” adding that the life of ma 
has been in a sense a struggle be. 
tween freedom on the one hand anj 
order or discipline or control or ge. 
curity on the other. 


Illustrates Relationship 


Looking at another side of th 
problem “in which freedom and ¢. 
curity are related to each other in 
a dynamic society, not poles apart 
but working with each other fo; 
human welfare,” Dr. Coons state 
that without developing security a 
a nation, this country could no 
have maintained its independenc 
from Great Britain. 

“The young United States,” he 
said, “wanted internal freedom fo 
individuals and states but they 
could not keep this freedom from 
becoming anarchy without the order 
and security of a constitution and; 
structure of law.” Further, “th 
whole union could not promote the 
freedom and welfare of its people 
except by enforcing this security in 
preservation of that union.” Dr 
Coons pointed out that the people 
wanted economic freedom but that 
they could not achieve it in the 
largest measure for all without es. 
tablishing some security against un- 
bridled monopoly. 

“The history of this country 
shows that often the people have 
appealed to the force of law and of 
the police power to gain freedom 
from something that threatened 
them so that there would remain 
freedom for something that was 
much prized. It is natural for free 
societies to seek positive rather than 
merely negative freedom.” 


Man Needs Faith 


Dr. Coons went on to explain that 
in religion and morals and polities 
no man is really free to choose what 
he will do unless he has the security 
of faith in God, or a doctrine that 
keeps each of his choices from being 
dictated solely by fear. He said that 
in practical affairs the value of pri 
vate property has always been rec- 
ognized as a security that keeps man 
free and “unwilling to accept the er- 
ticements or threats that would 
cause him to become a slave.” 


Belief in Freedom 


He then showed how freedom 
may be both negative and positive 


“We Americans,” he said, “ate, 


believers in and pursuers of fret 
dom, and often to achieve a freedom 
from something evil and represent 
ing in its essence a loss of freedom 
if not abated, we resort to a curtail 
ment of some freedom to eliminate 
the evil.” In other words, “security 
from evil is sought in order to pre 
serve a freedom of opportunity. 

“Today we seek to achieve a S¢, 
curity from the evil of communis! 
aggression as spearheaded by tht 
Soviet union in order to preservt 
our freedoms, our opportuniti¢s 
and in so doing are willing to yield 
temporarily, but with proper safe 

(CONTINUED ON PAGE 29) 
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My Dad’s a 
Great-West Life man! 


Sure, he’s proud of his Dad. But he’s too young as yet to 
understand fully how his father, as a life underwriter, serves 


his friends and neighbors. As he grows older, he will come 


lain that 
politics 
yse what 
security 
ine that 
m being 
‘aid that 
e of pri- 
een rec- sak ‘ 
eps man father-less families held together; at college he will have 
“= friends who have been assured an education: all because of 
. life insurance. And he will know many people who have 


that wonderful feeling of security that'comes with a well 


to know how people depend upon his father for advice and 
counsel in arranging their financial affairs. He will meet 


people who are enjoying a carefree retirement; he will see 


freedom 
ositive planned life insurance program. He'll always be proud to 


; d, “are! ; ‘ 
a trek say: “My Dad’s a Great-West Life man!” 
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Tue Officers and Directors of The Security Life and 
Accident Company join with their California General Agents 
and Agents in extending a hearty welcome to the N.A.L.U. 


Convention assembled in Los Angeles. 


KW Ww 


@ We endorse the splendid work of the various Local 
and State organizations in cooperation with The National 


Association — 


@ We believe that the future of the Agency System is better 
served by active participation of agents in their association 


activities. 


W. Lee Baldwin, 
President 


Lyman C. Baldwin, 
Vice-Pres. & 
Director of Agencies 









LIFE AND “ 
Company 


(A STOCK COMPANY) 


HOME OFFICE 


DENVER * COLORADO 
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Strong Attendance at Committee 
Sessions Has Become an Essential 


Any observer of a National Asso- 
ciation meeting in progress, and 
particularly one who has not attend- 
ed an N.A.L.U. meeting for several 
years, cannot help being impressed 
with the important place that the 
committee meetings have assumed. 
It is in these meetings that the aver- 
age association member finds it pos- 
sible to be heard. He can select 
whatever meeting he cares to at- 
tend, and he soon finds himself to 
be a participant if he wants to be. 
In the committee meetings, the mi- 
nutiae of association affairs are dis- 
cussed. The agent froma city of any 
size can listen to the other speakers 
tell how they do it in their town. He 
can get to his feet and tell what his 
local or state association has done, 
what it is planning, the methods 
and procedures it has found to 
“work” and those which have been 
unsuccessful. 

At the committee meetings, the 
chairmen for the most part, do not 
impose time limits on the speakers. 
Anyone in attendance is allowed to 
have his say as fully as he may want. 
Not only that, but the same speaker 
is recognized by the chairman three 
or four times, or even as many times 
as the speaker may desire. Some of 
the committee chairmen were ob- 
served to be following the practice 
of getting every man in the room to 
participate in the discussions. | 

The general sessions of the Na- 
tional Association which attract a 
large audience, cannot afford to give 
the floor to a speaker who has not 
something important to say, or who 
does not talk directly on the subject 
in a concise and succint manner. 
The time of a large group, such as 
attends a general sessions, cannot 
be absorbed in what might be called, 
by comparison, small matters. 


Average Man’s Interests 


At the same time, the average 
man attending an N.A.L.U. meet- 
ing, and who is interested in asso- 
ciation work, wants to know the 
working operations of other asso- 
ciations all over the country, in 
large cities and small ones. Anyone 
who has given a few years to asso- 
ciation work knows how difficult it 
is to maintain and increase the mem- 
bership, to attract interesting speak- 
ers, to persuade good men to serve 
on ocmmittees, and to maintain a 
representative membership from 
the debit agents. There is also the 
problem of the state association, and 
its relationship to and cooperation 
with the local association. 

At these committee meetings those 
attending are often fascinated by 
some description of a successful op- 
eration in an association in a rela- 
tively small town. They are inter- 
ested in learning just how it was all 
accomplished, what methods were 
followed, and they want all of this 


comment in detail. t would be im. 


possible, of course, for such discus] i 


sions to take place at the genera 
sessions, but the committee meet. 


ings provide an outlet for all such| %& 


comments that is obviously ver 
satisfying to the rank and file of the 
membership. 


Participation is Vital 


Because all of this is true, there 
are many who believe that more ¢/. 
fort should be made to bring out, 
larger attendance at the committe 
meetings. Those who have partici. 
pated in any kind of organization 
work know how important it is to 
have the members participate in the 
discussions. An agent or manage 
going to a National Association 
meeting who never has a chance to 
say anything at any meeting he at- 
tends, is finaly! going to feel that he 
is not really a part of the national 
association but only a member ofa 
local association, and perhaps one in 
whom the national association is not 
really interested. 

But if he can go to one or more of 
the N.A.L.U. committee meetings, 
and if while attending them he can 
say whatever may be on his mind, 
and if he discovers that the commit- 
tee meeting chairmen are actually 
glad to have him express himself 
and to tell how his local or state 
association is doing it, then he is 
certain to be an enthusiast for the 
national association and to regard 
himself as an active and permanent 
part of it. It is because this is true 
that there is a belief among quitea 
group that the committee meetings 
should be well publicized in ad- 
vance, that their place of meeting 
in the convention hotel should be 
established early and adhered to, 
and that the whole membership 
should be made to understand that 
these committee meetings are re- 
garded importantly by the national 
officers. 


Many Favorable 
Comments on 
Training Brochure 


Members of the advisory council 
on life underwriter education and 
training who are present at the con- 
vention are much pleased at the 
laudatory comments they are get- 
ting on the council’s recently issued 
brochure on “Training for Toady’s 
Underwriter.” 

The brochure has been received 
widely and with enthusiasm and 
appears that a second printing 
be necessary. This booklet clea 
outlines, for the first time, the fa 
ties offered by C.L.U., L.U.T.C., a 
the campus courses at Purdue 
Southern Methodist. : 
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ON HAND 


Training Courses 


Accident & Health 
Casualty and Surety 
Essentials of Life 
Underwriting 
Property and 
Allied Lines 


Monthly Magazines 

Accident & Health 
Review 

Life Insurer 

Insurance Exchange 
Magazine 


Bulletin Services 


‘ Accident & Health 
Bulletins 
Diamond Life Bulletins 
D. L. B. Agent's Service 
Fire, Casualty & Surety 
Bulletins 


SSRTSISS 
ej Sus abenes 





for all N.A.L.U. members 





our Han d _ in heartiest congratulations! 


SOCHHHCHHOHSOHHCOSEOEOCESOEOE 


our Mat __ in sincere Welcome before our exhibit 


(the spot where old and new friends get together) 


our Mark — indicating Quality and 


Service wherever you see it! 


TO GREET YOU 


Weekly 
Newspapers 
The National 
Underwriter 
(Fire and Casualty 
Edition) 
The National 


Underwriter 
(Life Edition) 





R. J. Chapman 


Other Services 


Argus Fire Chart 
Argus Casualty Chart 
Little Gem Life Chart 
Unique Manual 
Time Saver (Accident 
& Health) 
Underwriters Hand- 
Books for-32 States 
Books on all Insurance 
Subjects 





f. W: Bland 


“‘All-Ways of Service to the Insurance Business" 
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Campbell Heads Newly Reconstituted 
Managerial Organization in NALU 


Charles W Campbell, Pruden- 
tial, Newark, was elected chairman 
of the newly reconstituted general 
agents and managers group of 
N.A.L.U. at the meeting in Los An- 
geles. 

Whether the group will operate 


under the “section” or “committee” 
designation will depend on what 
action the convention takes Thurs- 
day on this point. 

Majority sentiment among the 
managers appears to favor the “sec- 
tion” title but there is some militant 
opposition to it, on the ground that 
it seems to compartmentalize N.A. 
L.U. to an undesired degree. 

Elected as vice-chairmen are John 
D. Marsh, Lincoln National, Wash- 
ington, D. C., and Ray H. Wertz, 
Reliance Life, Detroit. 

M. L. Camps, John Hancock, New 
York City, was elected secretary. 

Elected to fill the 12 director posts 
are William A. Arnold, Penn Mu- 
tual, Harrisburg, Pa.; W. Henry 
Blohm, Provident Mutual, Cincin- 
nati; Paul H. Conway, John Han- 
cock, Syracuse; Frank H. Devitt, 
Capitol Life, Denver; Paul R. 
Green, Aetna Life, Seattle ; William 


City; Fred E. LeLaurin, Aetna 
Life, New Orleans; William Nen- 
ner, Penn Mutual, Cleveland; Fred- 
erick Schnell, Penn Mutual, Los 
Angeles ; Earl M. Schwemm, Great- 
West Life, Chicago; and E. Dale 
Shepherd, Connecticut Mutual, 
Houston. 

Speaking at the general agents’ 
and managers’ session of N.A.L.U., 
Thursday, Rob- 
ert A. Brown, 
Jr., Pacific Mu- 
tual, Los Ange- 
lus, gave an 
agent’s-eye view 
of how a new 
man should be in- 
ducted into the 
business and 
trained to the 
point where he 
can recognize the 
right solution for 
every case he works on. 

Using a fictional “Mr. Agent,” 
Mr. Brown followed him from the 
day before he begins to work, until 
he has been in business five years. 

In the closing interview with his 
general agent the day before enter- 





R. A. Brown, Jr. 





Brown stated that in many cases the 
potential agent is delighted to know 
that the insurance business pays off 
in terms of what he is worth. The 
agent decides that he could live 
comfortably on an income which 
represents what he thinks he is 
worth. After meeting other mem- 
bers of the agency and learning 
something of the agency’s business 
philosophy, he signs the contract. 





Essentials Learned 

Mr. Agent’s training should 
long enough to learn the essential 
of insurance. He wants to knoy 
basic differences in policies in term; 
of their uses. Mr. Brown express 
the hope that somebody would tef 
his agent friend during his first tw : 
weeks in the business that insurances 
pays handsome dividends when itjg - 
negotiated in terms of the needs qi 
a client, rather than on the needs gi 
the agent. Mr. Agent should 
taught to act a little indifferent ang 
not to appear starved for a salgl 



























will usually sense it and start thinkIP= 
ing about their own grocery bill.” 7 

Mr. Brown’s agent also learnedif 
during his training period that part 
ners are not interested in being ig} 
business with the wife of their def 
ceased associate, that men are more. 
important than machines, and also 
that the successful men who boast 
they do not have an obligation of 
debt in this world will leave a big 
one in the form of estate and inher}. 
tance taxes when they leave it. © 

By the time basic training is com 
pleted, Mr. Agent has developed a 
list of prospects. He knows the dif-| 
ference between ordinary and 20] 
year endowment. Now he is ready 
to inspect some of the facilities of 
the agency and the company. He 
meets the agency’s auditor and the 
attorney retained by the agency for 
difficult tax and estate planning 
problems. All the while, he is busy 
compiling a direct mailing list for 
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BENEFICIAL LIFE INSURANCE CO. 1 Mont 
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COMMERCIAL TRAVELERS INSURANCE CO. LIFE | 

Home Office—Salt Lake City 
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EQUITABLE LIFE and CASUALTY INSURANCE CO. — 
Home Office—Salt Lake City RAY) 
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AN FRANCISCO ceNERAL AGENTS AND MANAGERS 


GREET 


the N.A.L.U. 
PACIFIC COAST 
MEETING—1951 





DON W. MUNRO 


Manager 
JAMES M. CROWSHAW, JR. 
Agency Supervisor 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0082 
582 Market St. San Francisco 4 








Brokerage or Surplus 


GREAT-WEST LIFE 
ASSURANCE COMPANY 
Great-West Life Agezcy, Inc. 

GEORGE L. TREES, Agency Manager 
Telephone EXbrook 2-4264 
333 Montgomery Street, San Francisco 4 














GIFFORD J. HUDSON 


Manager 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Telephone DOugles 2-4423 
333 Montgomery St. San Francisco 4 


EDWARD E. KELLER 


Manager 


RELIANCE LIFE INSURANCE CO. 
of Pittsburgh 


DOuglas 2-1834 
105 Montgomery St. San Francisco 4 


JOHN W. BOYD 


Regional Manager 
THE FRANKLIN LIFE INSURANCE CO. 


YUkon 2-6130 
605 Market Street Sen Francisco 5 














S. C. MARTIN 


General Agent 


NATIONAL LIFE OF VERMONT 
Telephone 2-1942 
1 Montgomery St. — San Francisco 4 


THE 
MANUFACTURERS LIFE INS. CO. 


W. D. OBERHOLTZER 
Manager 


NEIL L. BALL 
Brokerage Manager 


Telephone DOuglas 2-6686 
One Eleven Sutter — San Francisco 4 


CHARLES S. BROWNING 


Manager 


THE CANADA LIFE ASSURANCE 
COMPANY 


58 Sutter Street San Francisco 4 














THE 
NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
A 
RICHARD J. SHIPLEY 
General Agent 
Telephone EXbrook 2-4485 
564 Market Street San Francisco 4 


D. M. BROVAN 


Manager 


UNITED BENEFIT LIFE 
INSURANCE CO. 


YUkon 2-4200 
One Eleven Sutter — San Francisco 4 


J. DENNY NELSON 


General Agent 
AETNA LIFE INSURANCE CO. 


Telephone GArfield 1-2626 
220 Montgomery St. — San Francisco 4 














| RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


4 Sat ,% 
Ure INSURANCE ComPANy 
(OF Boeren. Maseaenvsarrs 


DOugles 2-7910 
1122 Russ Bldg. San Francisco 4 
‘ae 








W. B. CHRISTENSON 


Branch Manager 
“BING” FRANKLIN, Brokerage Manager 
OCCIDENTAL LIFE INSURANCE 
COMPANY 


DOuglas 2-0817 
300 Montgomery St. San Francisco 4 








F. J. VAN STRALEN, C.L.U. 


General Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


Telephone GArfield 1-3866 
One Eleven Sutter St. San Francisco 4 
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will be. Agency men just aren’t built 
that way. But using a baseball anal- 

again, it seems very wasteful 
that a man has to make three trips 
to bat in order to collect one hit. 


lh! Think of it — he fails two times out 


of three. And yet for more than half 
young men have been trying to do 
better than that. A few of them 
have. But most of them haven't. So 
I’m willing to sa ythat a batting 
average of .333 is a good job.” 


What Happens To New Men 


Examinin gthe results a little 
farther, to avoid’ developing an in- 
feriority complex, he took up first, 
what happens to all of these men 
that are brought into life insurance. 
“Are we justified, in the light of the 
low survival rate in going on, year 
men into the business, most of 
whom will never become career un- 
derwriters?” he asked. 

“Just as a starting point I think 
we can agree on this: The life insur- 
ance business is a good business for 
those who have what it takes. I 
doubt if I’ll get much of an argu- 
ment about that. How about the 
Would they be better off in some 
other business? Would they have 
more income? — more _ indepen- 
dence? more security ? I don’t know 
of a more independent and secure 
individual than the successful life 
underwriter. 


“Security” of Salaried Job 


“Sometimes we speak of the se- 
curity of a salaried job. What does 
that mean? Well, if a man has the 
ability, and the drive, and the luck, 
and sometimes the pull to succes- 
sively win promotion after promo- 
tion he probably has a good and se- 
cure job. But for most men the se- 
curity of a salaried job is bought at 
the price of giving up, one by one, 
some of their most cherished plans 
for the good things of life for them- 
selves and their families. Sometimes 
the safest thing for a man to do is to 
take a calculated risk.” 

Turning to the other side of the 
picture, he asked: “How about the 
ones who fail? Has their induction 
hurt the business so very much? 
And even more important, has it 
hurt the individuals — thousands of 
eam who come and go every 
year? 





sis Profit By Training 


‘T think that mass recruiting, 
where new agents are contracted in 
such numbers that they can’t pos- 
sibly be given adequate training and 
supervision hurts both the business 
and the individuals. Both suffer a 
great los sof time and money. But if 
the training and supervision in your 
agency are what they should be then 
ithe individual agents are going to 
erofit by them all of their lives 
\Whether they continue in the life 
surance business or whether they 
don’t. I just can’t think of anything 








_|\that would be of any greater value 


toa man, no matter what line of 


‘!ibusiness he ultimately might follow, 


than three or six or sh months 





training in a good life insurance 
%gency. In my own case, for ex- 


ample, I feel very sure that had I 
left the life insurance business at 
any time within my first five years 
I would have gone ahead much fast- 
er and much farther in some other 
occupation than I would have had I 
started in that occupation in the first 
place. 


What Well Trained Man Gets 


“Why is that true? What does a 
man get when he is well trained in 


a good agency? Here are a few 
things: He develops his personality 
— rapidly and favorably. He be- 
comes more persuasive and forceful, 
and he learns how to present his 
ideas logically and effectively. He 
forms the habit of planning his work 
and of sticking to a schedule. He 
learns quite a good deal about gen- 
eral business — the corporation, the 
partnership, the sole proprietorship, 
and the problems of business and of 


individuals. He learns how to sell 
himself, and even if he doesn’t re- 
tain all of the other things he at least 
should be able to sell himself into a 
better job than he had before he en- 
tered the life insurance business. 
“Let me say again that I think we 
should apply the best and most care- 
ful selection procedures which we 
know in order to eliminate potential 
failures. But having done that, let’s 
not feel that the high turnover 
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Lv Check Yourself— Do You Have... 


your family? 
you are injured? 


school or play? 


principal in event of your death? 


your death? 


. If your present insurance program isn’t adequate ... or if new needs have 
developed, there’s a B. M.A. plan especially suited to your situation. 
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A plan to pay monthly income while you are sick or. when 
A plan to pay medical bills when your children are hurt at 
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A plan to pay your family $500.00 in cash immediately by 
emergency draft attached to your policy . . 
an income for your wife and children during the important 
re-adjustment period while the children are growing? 


. then. ... provide 


A plan to assure funds for your children’s college education? 


A plan to guarantee you cash or a monthly income at what- 
ever retirement age you select? 


A complete business insurance plan. 


Group Insurance in your company? 
(Lite—Actident & Health—Hospitalization) 
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which we will probably always have 
in this business is an indication of 
failure. We are probably making a 
very great contribution even to 
those who do not survive, in the 
same sense that legal training is a 
tremendous help to thousands of 
men who never practice law.” 


Terminators Under Salary Plan 


Mr. Coolidge reported on a study 
he had made of terminators under 
his company salary plan. It showed 
that the average starting salary in 
the agent’s new job after leaving the 
company was $40 per month higher 
than his final salary in the job he 
held before entering its employ. “It 
doesn’t seem to me that our recruit- 
ing activities hurt very many men 
very much. At a matter of fact, a 
study of the individual files greatly 
strengthened my conviction that we 
not only provided fine careers for 
those who were successful, but we 
even helped most of the failures to 


greater opportunity than they had 


enjoyed previously.” 

While the largest and best source 
of business, he said, another very 
important source is the group of 
agents who have been within the 
business for a shorter time and who 
haven’t really settled down into 
their careers. “They are on their 
way to something — we don’t exact- 
ly know what. Perhaps they are on 
their way to becoming supervisors, 
or general agents or managers. Per- 
haps they are on their way to be- 
coming general insurance men, or 
group representatives, or agency 
officers. Perhaps they may become 
career underwriters, or perhaps 
they are on their way out of the 
business. But in the meantime they 
write a great many millions of dol- 
lars of insurance. We need these 
producers who are on their way to 
something. 

“The so-called qualified agents, 
who have been in the business for 
six months to five years, and who 
yet may not be confirmed career un- 
derwriters are absolutely essential 
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From childhood’s earliest 
moments... balance is 
essential to progress. 


So, too, in a life insurance 
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achievement is aided by a favorable 
balance of past history, present 


progress, and future plans. 
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to our production objectives. Just 
figure out how much of your busi- 
ness comes from that source and 
you will see what I mean.” 


Go On Recruiting and Training 


While every effort should be 
made to reduce turnover, “in the 
meantime you must go on recruiting 
and training, recruiting and train- 
ing ,if you are to maintain and ex- 
pand your organizations. And don’t 
neglect the training part of that 
combination. Be sure that it is so 
good and so thorough that you can 
say truthfully to a prospective 
agent, ‘I’ve given you every test and 
applied all of the judgment factors 
that I know, and I truly believe that 
you can bea great success in the life 
insurance business. If I didn’t be- 
lieve that, I couldn’t afford to offer 


Present Policyholders Are 
Best Market, Soll Contends 


Present policyholders comprise 
by far the greatest potential market 
of agents, Arthur 
S.Soll, debit 
agent of John 
Hancock Mutual 
Life at Los An- 
geles, asserted in 
addressing the 
national sales 
seminar. 

In addition to 
a substantial in- 
dustrial volume, 
Mr. Soll places 
annually some 70 
ordinary policies averaging over $7,- 
000 each. “About 80% of my busi- 
ness,” he said, “is written on policy- 
holders in our company. My calls 
are largely in the nature of offering 
service of one kind or another on 
present policies, most of which are 
industrial policies. As a result of 
these calls, I uncover additional 
needs, some of which can be served 
by industrial, but most of which re- 
quire larger ordinary.” 

While completing the application, 
Mr. Soll said he finds his client has 
$1,000 and $2,500 ordinary policies 
with several companies, and rarely 
more than one policy in each com- 
pany. “They have told me,” he con- 
tinued, “that after their policy was 
delivered, they never again heard 
from the agent or company, except 
to receive a premium due notice or 
areceipt. They feel slighted and ne- 
glected, which means that if agents 
for ordinary companies would con- 
tact policyholders once in a while, 
for the purpose of rendering any 
kind of service which might become 
necessary, they would uncover an 
unlimited amount of valuable new 
business among their own policy 
holders who are, after all, their best 
prospects. 


Do It the Easy Way 


The debit, with its hundreds of 
policyholders, is Mr. Soll’s chief 
source of business. Developing new 





Arthur S. Soll 


you a contract. That’s no guarantee 
of your success, but I’ll promise yoy 
this — whether you succeed or not 
the training you will receive in the 
next few months will be of tremen. 
dous value to you all of your life, 
It’s like a post-graduate course to 
any education o rtraining you haye 
had in the past. With it you will go 
farther in any field that you may 
ultimately choose, and it will be 
worth thousands and thousands of 
dollars to you.’ 

“Tf you can say that, and mean it, 
and believe it — and I suspect that 
most of you in thits room can, then 
you don’t have to worry much about 
turnover. Your turnover rate will 





. —————— 
be relatively low, and even those 
who leave the business will have 
been helped rather than hurt b 
their experience.” “11 ROC 


or unused approaches, ringing new 
door bells, cold canvassing among 
strange people, are interesting and 
challenging, but the hard way to do 
business, according to the speaker. 
“Think how much easier and more 
pleasant it is to talk to and do busi- 
ness with people we know, and who 
know us and our companies. The 
people on my debit and, if you 
please, on your ordinary debit are 
present policyholders with our re- 
spective companies. They know us, 
have done business with us or out 
companies before and will do so 
again if we ask them to and show 
them good reasons why they should. 
But we must ask them and show 
them.” 

Mr. Soll believes that to the ex- 
tent that he manages his debit by 
proper planning and conscientious 
execution, so will be succeed or fail. 
The same thing is true with agents 
of ordinary companies, he observed. 
“The only difference being that your 
territories and lists of policyhold- 
ers, which means prospects, are not 
so strictly defined. But, see those , |: 
present policyholders, offer them | 
services of one kind or another, and 
business will follow. 

“I have been asked how I obtain 
my business. That is a difficult 
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question to answer because I have 
(CONTINUED ON PAGE 30) 
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Holgar J. Johnson, president of the Institute 1 
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Insurance Company 


208 S. LaSalle St. RAndoilpr 6-6430 
Chicago 4, Illinois 














THE JAMES H. BRENNAN AGENCY 


COMPLETE PORTFOLIO SERVICE TO BROKERS 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY OF PHILADELPHIA 


111 W. WASHINGTON STREET 


CHICAGO 2, ILL. 


Phone RAndolph 6-2813 








One Stop Service for your Surplus 
and Substandard Business 
If we can’t issue it—we will tell 
you who will. 


JOHN W. LAWRENCE, C.L.U. 
General Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


135 S. LaSalle St. @ ANdover 3-1820 
Chicago, Illinois 
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JACK WHITE AGENCY 
Jack White, C.L.U., Manager 


Jack Boone, Scott Russell, Tom Kilgore 
Ernie Plummer, Jerry Muller, C.L.U. 
Assistant Managers 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5657 Wilshire Bivd. Los Angeles 36 
WeEbster 3-8211 








CHARLES L. J. FEE GENERAL AGENCY 
Charles L. J. Fee, General Agent 


7 Boston, Massacruscris 


Thomas F. Crocker, Jr., Brokerage Mgr. 


MAdison 6-5601 


530 W. Sixth St. Los Angeles 14 








THE A. C. KRAUEL AGENCY 
A. C. Krauel, General Agent 
Arthur R. Eschleman, Supervisor 
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PACIFIC MUTUAL LIFE . ¢ 
INSURANCE COMPANY 7 O 
523 West 6th St. ee Los Angeles 14 a Oe 
T. R. (BOB) MACAULAY CHARLES E. CLEETON N. J. NELSON 
General Agent AGENCY — MANAGER — 
STATE MUTUAL LIFE ASSURANCE OCCIDENTAL LIFE INSURANCE Southern California Department 
COMPANY COMPANY RELIANCE LIFE INSURANCE 
an nmi Telephone: Trinity 6439 a Robert B. Ogden, Jr., Associate Gen. Agt. iain gin ts oe ” “a 
“Specializing in Service to Brokers” 530 West Sixth Street Los Angeles 14 6336 Wilshire Blvd. ”" Los Angeles 36 
WALTER G. GASTIL HAROLD G. SAUL and EDWIN R. JOOS 
Manager Southern California General Agents pee 3 California WALTER S. PAYNE AGENCY 
CONNECTICUT GENERAL LIFE and Arizona THE PRUDENTIAL INSURANCE 
INSURANCE COMPANY CarlenSeheeanen:metimnasttge. COMPANY OF AMERICA WASH 
Hartford, Conn. Western Heme Office: Les Angeles, Cal. 
aoe oe see snare Mor. cine ze Com Assistant Managers 
Byron D. Williams, ereue Mor. Telephone: Trinity 3421 Hal E. Rudolph Carl W. Kotter 1105 Wil 
609 South Grand Ave. Los Angeles 17 Five Ten W. 6th Street Les Angeles 14 210 W. 7th Street Los Angeles 14 
ROBERT L. WALKER Oe anaes J. F. HACKMAN 
Generel Agent GREAT-WEST AGENCY, INC. Sao 
THE LINCOLN NATIONAL LIFE CALIFORNIA GENERAL AGENTS THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY GREAT-WEST LIFE ASSURANCE INSURANCE COMPANY C 
my CO MP ANY **Personalized Brokerage Service” 
510 West 6th St wirpebaae Los Angeles 14 Madison 6-8237 Fi pene Te. $088 
. a a Les Angeles 17 ive Ten W. 6th St. Los Angeles 14 530 West 
THE STANLEY J. NEUMAN T. G. Murrell W. L. Murrell 
NORTHWESTERN MUTUAL LIFE General Agent 
INSURANCE COMPANY CONTINENTAL ASSURANCE COMPANY MURRELL BROTHERS N 
4 Trinity 6356 Geom Agente NW: 
J e) H N R x, M A G E ’ C ° L ‘J U . “Agency & Brokerage Service” MUTUAL BENEFIT LIFE INS. co. 
= _ Life and Non-Cancellable Disability Dunkirk 8-2121 
609 S. Grand Ave. Los Angeles 17 510 West Sixth St. Los Angeles 14 GAO Spats Moregns Rity Les Angeles 5 
ARTHUR E. KRAUS, CL.U HARRY LEVEY THE UNION CENTRAL LIFE 
4 or ae Schloen—Levey Agency INSURANCE COMPANY 
sey Genenet stagintte Mark S. Trueblood, M 
PACIFIC MUTUAL LIFE ne deasersessnasihes soi 
INSURANCE MPA THE MANHATTAN LIFE Henry E. Belden, Associate Manager AMER| 
CO NY INSURANCE COMPANY George Alvord, Brokerage Manager 
700 South La Brea Les Angeles of NEW YORK Seuthers Celifernia end Arizona 
adieoiogpnciasits CRestview 4-5357 BRadshaw 2-1380 eam 
Webster 3-9377 9641 Santa Monica Bivd. Beverly Hills ieee: oe Los Angeles 17 
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| HAYS & BRADSTREET 
xids a nearly welcome to a 
) _ NEUES 
= - Lee a oe BOSTON 
MAdison 6-5881 
‘d 1111 Wilshire Blvd. Los Angeles 17 
enx Sl 
sil & WALTER STOESSEL 
—_ : AND ASSOCIATES 
Ralph L. Chambers John F. Nufer, C.L.U. 
Brokerage Dept. Director Agents Training 
‘NATIONAL LIFE OF VERMONT 
MAdison 9-1461 
608 South Grand Ave. Los Angeles 17 
FRED A. McMASTER, C.L.U. 
General Agent 
THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 
Suite 640, 612 South Flower Street 
Los Angeles, California 
Phone number: MAdison 6-4439 
Pa yrs chee WILLIAM G. DODD, C.LLU. FREDERICK A. SCHNELL, C.L.U. 
JOHN W. YATES General Agent General Agent 
ROBERT L. WOODS CROWN LIFE INSURANCE THE PENN MUTUAL LIFE 
General Agents for Southern California COMPANY INSURANCE COMPANY 
530 W. 6th Street Los Angeles 14 ine 
MASSACHUSETTS MUTUAL LIFE 649 South Olive St. Les Angeles 14 TRinity 2215 
goles 36 INSURANCE COMPANY . "Specializing im Brokerage” Eleven Eleven Wilshire Boulevard Los Angeles 17 
yr, Henry W. Dunn Bruce Bare 
cy HOWARD E. NEVONEN DUNN & BARE LEISURE, WERDEN & TERRY 
FE General Agent General Agents AGENCY 
WASHINGTON NATIONAL INSURANCE NEW ENGLAND MUTUAL LIFE ii gyal 
COMPANY INSURANCE COMPANY OCCIDENTAL LIFE INSURANCE 
John R. Martin, Brokerage Mgr. COMPANY 
1105 Wilshire Bivd. States Gaees Les Angeles 17 Michigan 8676 MAdson 6-416] 
geles 14 510 West 6th Street Los Angeles 14 Suite 323, General Petroleum Bidg. Les Angeles 17 
MELZAR C. JONES THE E. A. ELLIS AGENCY RICHARD M. GROSTEN 
General Agent E. A. Ellis, General Agent _ Genanal Agut 
E Paul A. Hummel, Assist. Gen. Agt. M. E. Thompson, Ass't. Gen. Agent even a renee rnen 
Ben E. Stotts, Brokerage Mgr. Carl Monroe, Sales Supervisor THE MANHATTAN LIFE 
CONNECTICUT MUTUAL LIFE PACIFIC MUTUAL LIFE TE ial 
INSURANCE COMPANY INSURANCE COMPANY 
yeles 14 530 West Sixth St. Los Angeles 14 612 South Shatto Place Los Angeles 215 West Sth St. Michigan 8228 Los Angeles 13 
“= <e pe ae” GEO. N. QUIGLEY, JR., C.L.U. 
we? AETNA LIFE INSURANCE tte 
W- COMPANY MANUFACTURERS LIFE INS. CO. 
). Guncvel Aeon O’BRIEN SAWYERS, Asst. General yee Ed. Linsenbard, Brokerage Mgr. 
PACIFIC MUTUAL LIFE FOUEMAN Guissty, Mor. Croup. Dept. MAdison 9-2556 
ait INSURANCE COMPANY 810 S. Spring Street Los Angeles 14 aie earliness liad 
vmniial : 
WILLIAM H. SIEGMUND EQUITABLE LIFE INSURANCE COMPANY 
Heros H. THORNE Sinica OF IOWA 
er RUSSELL L. HOGHE, C.L.U., GENERAL AGENT 
CONNECTICUT MUTUAL LIFE v u 
AMERICAN ee ae co. INSURANCE COMPANY Fame Rea Mutual 6377 heitmautaei 
adison 6-4121 
5th Floor, 816 West 5th St. kee Angetee 9 Suite 701, 609 S. Grand — ii Les Angeles 17 ee parr ey ee 
eles 17 ¥ ‘ " 1114 Wilshire Bivd. Los Angeles 17 
ee 
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GREETINGS TO THE LOS ANGELES MEETING FROW 
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BRADLEY B. ROSS INC. 
of Manager 
‘ v 
LAPE INSURANCE COMPAN INSURANCE COMPANY CONTINENTAL ASSURANCE 
. _ COMPANY 
_ 
17 EAST 42nd ST. NEW YORK 17, N.Y. 45 JOHN ST. NEW YORK 38, N. Y. 1780 BROADWAY AT 57th STREET - 
MUrray Hill 2-1956 BEeckman 3-4424 NEW YORK 19, N. Y. JUdson 6-4660 
L. W. SECHTMAN KRUEGER & DAVIDSON OSBORNE BETHEA 1 
General Agent AGENCY General Agent 
. THE NORTHWESTERN MUTUAL . 
AETNA LIFE INSURANCE COMPANY LIFE INSURANCE COMPANY 
incoln Buildi 60 East 42nd Street 386 Fourth Avenue TE Se Sarre 
as Sees New York LIFE INSURANCE COMPANY 
New York 
’ Harry Krueger, C.L.U. Walter S. Davidson 50 Church Street 
MUrray Hill 2-0200 General Agents New York City 
O. A. KREBS BERNARD BERGEN AGENCY TIMOTHY W. FOLEY RAY 
General Agent General Agent General Agent 
a 
a a 
MUTUAL TRUST LIFE INSURANCE CO. Our 
AETNA LIFE INSURANCE COMPANY “NOTHING BETTER IN LIFE INSURANCE” STATE MUTUAL LIFE ASSURANCE COMPANY BERI 
151 William Street, New York eps teeeaedniiiaans : . Suite _— 370 Lexington Ave. at 41st Street 225 
REctor 2-7900 Brooklyn 2, N. Y. ULster 5-2966 MUrray Hill 3-4417—3-4418 New York 17, N.Y. 
THE JOHN STREET AGENCY THE WEINGARTEN AGENCY GEORGE P. SHOEMAKER 
C. W. SABIN, Manager Lewis E. Weingarten General Agent 
G i 
CONNECTICUT GENERAL LIFE ennai . — 
INSURANCE COMPANY " PROVIDENT MUTUAL 
J THE FIDELITY MUTUAL LIFE LIFE INSURANCE COMPANY 
INSURANCE COMPANY OF PHILADELPHIA 
55 JOHN STREET NEW YORK 38, N. Y. 26 COURT STREET BROOKLYN 2, N. Y. 111 JOHN ST. NEW YORK 33, N. Y. 
WOrth 4-6060 TRiangle 5-8450 WoOrth 4-4151 sabbkes 
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THE FRASER AGENCY 
of 
THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


149 Broadway, N. Y.6 1440 Broadway, N. Y. 18 
BArclay 7-9300 


THE NEW YORK GENERAL AGENTS AND MANAGERS 








WHO... 


recently moved into town? _ 

was recently engaged or married? 

is expecting or recently had a baby? 

recently received a raise or promotion? ‘ 
recently started a law, medical or dental practice? 


BILL BEERS, C.L.U. 


Production Manager 


THE LEE NASHEM AGENCY 


EMANUEL WINSTON, Director of Initial Training 
BERTHOLD J. SARUYA, Brokerage Manager 


110 EAST 42nd STREET NEW YORK 
Murray Hill 5-5087 
Oppesite Grand Central Station 




















EDWIN J. ALLEN 
HAROLD G. PRATT 


General Agents 


JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


225 BROADWAY BArclay 7-1070 
NEW YORK, N. Y. 


Telephone MURRAY HILL 2-4500 


DAVID MARKS, JR., C.L.U. 


General Agents 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


17 E. 42nd STRET NEW YORK 























ROSWELL W. CORWIN, C.L.U. 


General Agents 


NEW ENGLAND MUTUAL LIFE 
INSURANCE CO. 


150 BROADWAY NEW YORK 7, N. Y. 
BEekman 3-6620 











ere 
=Y, M. L. CAMPS 
General Agent 
Suite 601, 110 E. 42nd St., New York 
ET i 
sien MUrray Hill 6-4445 
THE SCHMIDT AGENCY 
a 
NEW ENGLAND MUTUAL 
TY 217 Broadway 
New York 
WoOrth 4-3800 
RAYMOND F. THORNE, C.L.U. 
General Agent 
a 
Our 100th Year of Security and Service 
APANY BERKSHIRE LIFE INSURANCE CO. 
ie Street 225 BROADWAY _=iNN«.'Y.. 7, N.Y. 
17, N. ¥. Phone: BArclay 7-3836 
R THE BRAGG AGENCY 
JAMES ELTON BRAGG, C.L.U. 
General Agent 
Vi 
THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 
TY 
= 
N. Y. Home Office Agency 
50 UNION SQUARE, NEW YORK 3, N. Y. 
GRamercy 7-2100 
NN : 





HAROLD S. SCHLESINGER, C.L.U. 
General Agent 


COLUMBIAN NATIONAL 
LIFE INSURANCE CoO. 


33 WEST 42 STREET NEW YORK 18, N. Y. 
PEnnsylvania 6-1922 




















THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 


THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York 7, N. Y. 


PAUL S. RANCK, Pres.-T reas. 
CHARLES N. BARTON, V. Pres. 








CONTINENTAL AMERICAN LIFE 
INSURANCE Co. 


SOLOMON SCHOENBERG 
ASSOCIATES 


Complete Estate Planning 


135 BROADWAY NEW YORK 6, N. Y. 
Digby 9-0303 
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Campbell Heads New Group 
Of General Agents 


(CONTINUED FROM PAGE 18) 
The agency meetings, held about 


pany, but also by other company 
agents in the area who share their 
ideas with Mr. Agent and his asso- 
ciates. The one thing that bothers 
Mr. Agent is the constant record 


keeping he must make of sales, in- 
terviews and new contracts. Mr. 
Brown thinks he would have en- 


every three weeks, offer sound and 
constructive ideas presented by suc- 
cessful agents, not only of his com- 








OGRESS 
KE THIS 
PELLS 


pportu nity sil ee 


Since the change-over to full agency 
operation in 1948, Postal Life’s new busi- 
ness has increased fourfold . . . because 
Postal ‘has a strong story for its agents to 
tell and because brokers and surplus writers 
find in Postal Life the type of policies and 
service that appeal to clients. 





With the addition of the Connecticut 
territory, it’s an even stronger story .. . 
of interest to every aggressive producer who 
is looking for the type of policies his clients 
want—and is looking forward to establish- 
ing a general agency of his own in Connecti- 
cut or New York State. 


New agency appointments are moving 
ahead in both states. For complete infor- 
mation, communicate with 


ROY A. FOAN, Vice President 
and Director of Agencies 


STAL LIFE 





(hy PO 


INSURANCE COMPANY 
S11 FIFTH AVENUE, NEW YORK 17, NEW YORK 

















joyed his record keeping more if 
someone in management had hold 
him the reason for it. 

Mr. Agent was a little amazed to 
find that at no time during his ad- 
vanced training was he given a 
“canned” sales talk. Instead, he was 
required to prepare two talks, one 
for the approach, an done for the 
sales interview. He discussed them 
with his general agent. Appropriate 
changes were made. But talks were 
his and, being human, he was anx- 
ious to use them as soon as possible. 

He was told limit his initial ap- 
proach to five or six minutes. His 
general agent also advised Mr. 
Agent to talk about life and ias 
problems, not about life insurance. 
Mr. Brown stated that he knows 
few prospects who are interested in 
buying life insurance. However, “I 
know many who are interested in 
educating their children, arranging 
for guaranteed income to their 
wives, and arranging to have their 
business pay their estate and inheri- 
tance taxes.” After telling his story, 
Mr. Agent began asking prospects 
to repeat their understanding of 
what he had said. Mr. Agent learned 
that in doing this, he was selling 
himself, psychologically. His two 
talks improved as he developed 
such new ideas. 


Training Ends 


After two years, Mr. Brown’s 
agent friend has finished the com- 
pany training courses and the Life 
Underwriter Training Council. He 
can either continue his studies or 
start the C.L.U. course. “Now is the 
time for the general agent to be a 
big man,” said Mr. Brown, “particu- 
larly if he is not a C.L.U.” Mr. 
Brown hopes the general agent will 
not discourage Mr. Agent by point- 
ing to successful men in the busi- 
ness who have no C.L.U. designa- 
tion. Mr. Agent is old enough to 
know that what a man has after his 
name is not nearly as important as 


what he has in his head and in his _ 


heart. He realizes that there are suc- 
cessful men in every business who 
have had little, if any, formal edu- 
cation. All Mr. Agent wants to 
know is whether or not the C.L.U. 
course will give him further confi- 
dence in himself and aid in increas- 
ing his production. 

After discussing C.L.U. with a 
number of insurance associates, he 
decided to work for the designation. 








Greetings to the 
Los Angeles Convention 


National Association of Life Underwriters 


WILLIAM H. FOREMAN 


New Jersey Agency 
of 
Mutual Benefit Life Ins. Co. 


from 
Newark Outstanding General Agents 744 Broad St. 
and Managers Newark 2, N. J. 


Manager 


Tel. Mit 2-6100 
Room 1001 





C. VERNON BOWES 
General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


1180 Raymond Boulevard, Newark 2, N. J. A. R. SNITZER 


MArket 2-0360 








CHAS. W. CAMPBELL & ASSOCIATES 
Serving Northern New Jersey 
The Prudential Ins. Co. of America 
Home Office—Newark, N. J. 
CHAS. W. CAMPBELL, C.L.U., MGR. 


Associate Managers 


Suite 1115, 744 Broad St. 
Phone MA 3-8000 


WILLIAM H. KINGBELL 
Newark, N. J. 














Now in his fifth year, Mr. Agent, 
C.L.U., should give thought to 
whether he wants to go into the 
management end of the business, or 
remain in personal production. Mr, 
Brown said that if Mr. Agent stays 
in personal production, he should 
specialize in pension and employee 
benefit plans, or confine his activi. 
ties to personal and business life in. 
surance. 


Original Ideas 


Mr. Agent’s experience and of- 
ginal thinking are reflected in the 
new sales approach he has written, 
“Mr. Prospect, we have an appoint. 
ment to discuss a problem which 
you have.” After identifying the 
problem, Mr. Agent continues, “the 
only thing I am here to determine 
right now is whether or not you 
want to do anything about it. If you 
do, I can assist you in coming to the 
right decision. The important thing 
is that you recognize that you have 
a problem, and that you want to do 
something about it. The rest of it 
is Just detail.” 

Mr. Brown stated that if Mr. 
Agent feels this way, recognizing 
that every case that he works on has 
a right solution, and that he can find 
it, his major problems are solved. 

According to Mr. Brown, “the 
right plan of operation is the im- 
portant thing, and whatever is re- 
quired to carry this plan to a suc- 
cessful conclusion will be automatic 
with the thoroughly trained agent.” 











Robert H. Denney, vice-president 
of State Mutual, was scheduled to 
attend the N.A.L.U. meeting but 
cancelled his reservation following 
the death Wednesday, Sept. 12, of 
President George Avery White of 
State Mutual. George Paul Smith, 
agency secretary, is representing 
the home office. 





Conventineers had the Los An- 
geles Times delivered to their hotel 
room doors each morning with the 





Metropolitan Honors 
Moynahan at Banquet 


President Leroy Lincoln presided 
over the dinner given Monday eve 
ning by the Metropolitan Life in 
honor of President John D. Moyna 
han of the N.A.L.U., Metropolitan's 
manager at Berwyn. IIL, and in com- 
memoration of the Metropolitan's 50 
years on the Pacific Coast. Attended 
by more-than 500 guests, it was one 
of the important extra-curricular 
events of the 62nd annual conven- 
tion of the N.A.L.U. 

Mr. Lincoln, after paying tribute to 
the late Haley Fiske, who brought 
the Metropolitan to the coast, intro 
duced these speakers: President Asa 
V. Call, Pacific Mutual; Chairman 
Dwight L. Clarke, Occidental of Cali- 
fornia: Oscar Trippett, president Los 
Angeles Chamber of Commerce: In- 
surance Commissioner Maloney of 
California: Cecil North, in charge of 
Metropolitan's field forces; Vice- 
president Henry North, in charge of 
Pacific Coast head office, and then 
called on Mr. Moynahan for the 
closing remarks. 
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Freedom Partners 
(CONTINUED FROM PAGE 14) 


guards, many of our freedoms in the 
prosecution of the cause of se- 
curity,” he said. 

Dr. Coons warned that efforts to 
achieve security for freedom may 
go so far that they result in an elim- 
ination of the possibilities of main- 
taining the freedom Americans have 
struggled to protect. He said the 
problem is evident in internal or do- 
mestic economic policies in pursuit 
of social security, and in foreign pol- 
jcies in pursuit of national security. 

“There are several major prob- 
lems we face in the present national 
emergency,” he said, “that present 
aspects of these inter-relationships 
between freedom and security in 
each of which there is the ever- 
present danger of overplaying our 
hand on the side of security to the 
ultimate loss of some of our free- 
dom.” ; 

Pointing to the nation’s military 
strength, its geographic defense in 
depth or position for launching an 
offensive, Dr. Coons stated that the 
security of the United States is a 
resultant of various elements. These 
elements include political security, 
the possession of allies of similar 
purpose, a question of the degree of 
cohesion, mutual support and ca- 
pacity for common effort. “This 
may be related finally to ideological 
factors,” he said, “that would sus- 
tain sacrifice and effort.” He said 
that economic security, the capacity 
to sustain military effort, to carry 
on the international economic rela- 
tionships which sustain countries, 
work against defection and for 
peace. Finally, “military power 
without geographical position, po- 
litical associations or ideological 
ind economic support would be 
greatly circumscribed.” 

Two other problems of the inter- 
relationship of freedom and security 
that contain danger that the country 
may overplay one side to the ex- 
pense of the other and on which edu- 
cation and industry may find com- 
mon ground and cooperation, were 
pointed out. One has to do with the 
ways in which the economic and 
industrial controls needed to meet 
the impact of the defense and re- 
armament budget on the economy 
are developed. The security of the 
economy demands yielding of free- 
doms, to some degree. The alter- 
native is to lose the security of a 
balanced economy. The other prob- 
lem has to do with the means adopt- 
ed to finance the defense program. 
_ “We could at once tax too heav- 
ily, but we have not begun to tax 
enough, nor have we begun to tax 
so that we can pay as we go, but 
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we should do so to the greatest pos- 


my Call: titre extent.” Dr. Coons added that 
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the internal security of our econ- 
omy depends on the stability in the 
purchasing power of our monetary 
unit, the dollar.” 

He concluded that controls should 
not lag behind the dislocations oc- 
Casioned by a defense mobilization 
economy. He said taxation should, 
along with controls, serve to accom- 





peace-time economy to a near-war 
economy. His goals would be to at- 
tain maximum production for essen- 
tial needs, military and civilian, 
with a minimum of strain. He states 
that the automatic price system is 
inadequate for the strain of such an 
impact unless the purchasing power 
that competes with the defense pro- 
gram is mopped up. Even then, he 
pointed out, unless prices and wages 
are brought into a stabilized re- 


lationship, dislocation will again 


occur. 

To combat the real dangers of 
greater inafltion, he urged that co- 
operation of industry, business, 
banking, and insurance with col- 
leges and universities. He also urged 
that all “pork barrel” public works 
projects be removed from the public 
budget and all of those already ap- 
propriated not vital to the defense 
effort, including social security, be 
postponed indefinitely. 

In making clear the sacrifices in- 


volved for the freedom and security 
of the economy, Dr. Coons stated 
that if the world market is lost and 
if the value of the dollar is dissi- 
pated, the outlook for the American 
economy will be nothing like what 
it was in the past. 

“The future of business and civic 
freedom, and academic freedom de- - 
pends upon the constructive criti- 
cism and helpful contributions be- 
tween industry and education,” he 
said. 








Plish the shift from a realtively free . 





One of the Great Moments of your life... Starting Jour Business 


Why it’s one of the most 
important times to see your 
life insurance agent. 


Iv’s a far cry from the lemonade 
istand...or the paper route you had in 
younger days. Suddenly, you become 
the real boss. No one to say when you 
work—how long you work—yet now 
you’re working harder than ever. 
The pleasures, the profits—and the 


problems are all yours from now on. 

That’s why it’s important for you 
to see your Massachusetts Mutual 
Agent. He can undoubtedly suggest 
an answer to many problems you face. 
It may be insuring a key man, part- 
ner or shareholder — strengthening 
your firm’s credit—providing a cash 
reserve for emergencies—or creating 
a@ pension or group insurance plan. 

In short, a program to help main- 


_Muassachusells 


For 100 years... a great name in life insurance. 


tain and protect, your business—and 
your interest in the business — for 
your family. 

Providing life insurance programs 
of “planned flexibility” to meet 
changing insurance needs has been 
our job for almost one hundred years 

. another good reason why, at 
the great moments of your life, you 
should talk over your plans with your 
Massachusetts Mutual Agent. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, 
MASSACHUSETTS 


This is one of a series of full-color advertisements appearing in TIME and the SATURDAY EVENING POST 
during 1950 and 1951, reaching 13,000,000 people in over 5,000,000 homes. 
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Present Policyholders 
Best Market 


(CONTINUED FROM PAGE 22 


no specific method of operation. Be- 
Cause we are with many human 
equations, I find it impossible to use 
a completely standardized method 
or system. Different people react 
differently to different approaches. 
No one method will work with 
everyone. The only thing that I can 
say definitely is that it is a matter 
of letting everyone I meet know 


use of language, eliminating insofar 
as possible the actuarial and statis- 
tical nomenclature. These people, 
he added, are not interested in an- 
nual surplus distribution, mortality, 
experience factors, maturity bene- 
fits, or many other things which may 
be intelligently discussed with the 
executive or professional classes. 
They are interested only in “how 
much money will they or their fami- 
lies receive in given circumstanc- 
es?” They are interested in food on 
the table and roofs over their heads. 
Therefore, rather than all of these 
complicated elements and _ provi- 








000 policy because the former is the 
sum total, generally, of possessions, 
whereas the larger policy is usually 
only a part of an estate. Life insur- 
ance, he contended, is everlastingly 
and deeply indebted to the indus- 
trial branch inasmuch as many a 
large insurance estate had its be- 
ginning and many of the owners of 
large and important insurance hold- 
ings were first introduced to life in- 
surance by a man on the debit. 


Knowledge Plus Enthusiasm 


“With an average amount of 
knowledge and great enthusiasm, 
much can be accomplished in the 


Prospecting 
Is Life Blood 
Of Sales Work 


L. T. Stearns Puts 
Newcomers to Community 
in Preferred List 





tod Day 


that I am in the life insurance busi- sions, sell them “money in the fu- : . 

ness. ture,” to be paid to them if they selling field,” Mr. Soll remarked. Lewis T. Stearn, Northwestern 
et ea ee live, and payable to their families And, for the underwriter who had Mutual, Minneapolis, production 
se gle Approac if they die. adequate knowledge and an abund- leader of his company in several 
The debit market, Mr. Soll ex- The debit agent must bring se- 2" of enthusiasm, the possibili- years and life member of the Million 
plained, because of being exploited curity to a great number of people, ties of achievement are unlimited.” Dollar Round Table, who spoke at 
often by commercialism, is on the who, without his services, would There is unlimited opportunity for — the national Sales 
defensive, suspicious and constant- probably have none of the protec- study and the acquisition of knowl- re oe ie Se 
ly on the alert for the catch or gim- tion made available by industrial edge in the business through peri- F “Prospecting as 
mick in the agent’s presentation. In insurance, Mr. Soll stated. The $500 odicals, company training and the It Affects Our 
selling this market, he advocatesthe industrial policy is at least as im- 2’@"Y educational programs, Mr. Daily Work,” 
highest degree of tact, the simplest portant, if not more so, as the $10,- Soll pointed out. Without discuss- said he apparent. 
* ing possession of this knowledge, ly was regarded 
— > prospects can sense from the confi- as well qualified 
dence and sincerity which agents to talk on the 
exude that they know of what they subject after 25 
H speak, and that their recommenda- years in life in- 
| tions are valid, worthwhile and ad- surance with al- 

vantageous. cata iain most 3,000 poli- || sew; 

The Truth Pays Off cy-holders. “I]| prrrss 

“Purth tessa let have certainly had to do some pros- || Los A 
. ia inlays. rea € pecting in order to get this many 

nowledge, we are so much better counts,” he commented. 
equipped to tell a correct, straight- When a manenters the lifeciaaet 





forward story of the particular con- 
tract being discussed,” the speaker 
commented. “It is not necessary to 
resort to deception or exaggeration 
because, if we know our contract 
and our business, we know that the 
proposition is sufficiently good to 


ance business, Mr. Stearn said, it is 
presumed that he is a salesman, 
first, last and always; otherwise he 
would not have asked for the job, 
nor would the manager have hired 
him. “Therefore, let us assume that 








: , every man in the business is a sales- l 
be sold on its true real merits. Be- jan’ That being the case, we don't 
cause of the nature of our business, fave to teach him to sell but we do Se 
and the fact that my income depends have to teach him to prospect and 
on the persistency of the contract, serchandise our product. There- 
not merely obtaining the signed ap- ¢,, ; : 
. as ia ils e the prospecting problem of 
7 ene eae eer ignites plication, it behooves me, not only where and whom to sell becomes the 
een successful because it has learned to as a matter of morals, but more par- all-important thing in the sales 
practice the famous hat trick. When it ticularly from the standpoint of cycle. A man can be the best sales- 
comes to preparing new sales tools, fitting good business and economics, to tell man on earth and havea good book 
policies to demand, helping out with field the truth, the whole truth, and noth- learning of the business, but if he 
problems . . . all the boys use the hat trick. ing but the truth. : doesn’t have people to call on he Tel 
We dare not permit ourselves to might as well be a bookkeeper or of- One 


fice worker without sales skill. 

“T will assume, then, that we are 
agreed that this problem is of first 
importance in our business. How, 
then, are we to approach it from the 


(CONTINUED ON PAGE 32) 


think of the size or type of program 
that will give us the largest com- 
mission, rather than the one which 
will best suit the situation of our 
client. Wherever and whenever we, 
in our thinking, place ourselves and 
our personal interests first, invari- 
bly we find ourselves on the pro- 
verbial short end.” 

Mr. Soll recalled that there has 
been certain agitation and influenc- 
es brought to bear to change the 
business to a profession. “Up to a 
certain point,” he said, “that is fine; 
to the extent that we should en- 
deavor to obtain as much informa- 
tion as impossible, the better to 
serve our clients, yest, we should 
professionalize. But remember, 
people in the professions do not or 
at least are supposed not to solicit 
for business. If we wait for business 
to come to us, instead of getting out 
to aggressively solicit that busiaess, 
most of us would starve to death, 
and I am afraid would do so in very 
short order.” 


The famous hat trick, as you probably 
know, consists of rising from your swivel 
chair, reaching for your hat, and GoING 
INTO THE FIELD where the sales are made. 











A good trick, that one. It keeps home 
office thinking in close tune with trends all 
over the country; it keeps American 
United representatives happy, because sales 
ideas and solutions to problems originate 
with them; in fact, the hat trick seems to 
pay off all the way around in a harmony 

of understanding that creates sales records 
in a relaxed atmosphere. 








AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 





Mr. and Mrs. Henry S. Stout of Dayton, O. 
Mr. Stout, a trustee of N.A.L.U., is general 
agent there for John Hancock. 
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~ OUTSTANDING LIFE AGENCIES LOCATED 
IN ONE LA SALLE STREET BUILDING 


The most progressive and modern producing organizations, offering the finest 
service on life insurance to be found anywhere in the country, maintain offices 
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in the One La Salle Building, the life insurance center of Chicago. 
— 
A COMPLETE LIFE INSURANCE 
papa A YOUR DIPOSKL DUKE FRANK AGENCY 
LIFE—SUBSTANDARD—WHOLESALE—GROUP 
ACCIDENT AND SICKNESS—HOSPITALIZATION 
DENT AND SICKNESS —MOSPITALIZA STATE MUTUAL LIFE ASSURANCE CO. 
WORCESTER, MASSACHUSETTS 
— TRY US — 
FRED. S. JAMES & CO ‘ 
° - " RAYMOND W. FRANK, General Agent 
Established 1872 - — ‘ se . 
aturin B. Bay orman J. Le Beau 
j N S$ U R AN C E Associate General Agent Brokerage Manager 
maw YORK ONE NORTH LA SALLE STREET ea Pens ye 
Telephone—Flnancial 6-3000 ’ 
LOS ANGELES pocweat = wii SEATTLE One North La Salle St. DEarborn 2-1404 
PAULW.COOK.c.Lu. | | RAYMOND J. WIESE 
rasa — THE HUNKEN 
: ; PROVIDENT MUTUAL 
Lorraine Sinton, C.L.U. LIFE INSURANCE CO. 
Sales Production Manager OF PHILADELPHIA AGENCY 
THE Founded 1865 
MUTUAL BENEFIT 
RAYMOND J. WIESE 
LIFE INSURANCE pone ah The CONNECTICUT MUTUAL LIFE 
COMPANY 
Telephone RAndolph 6-3444 Phone Financial 6-0915 Telephone: CEntral 6-5700 
| One North La Salle Street ne he ae Oe ee One North La Salle Street Chicago 
a CHICAGO 2 CHICAGO, ILL. 
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LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


FERREL M. BEAN 


GENERAL AGENT 





One La Salle Street Building 
Telephone: RAndolph 6-9336 


CHICAGO, ILL. 








STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
Suite 1525 


ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: RAndolph 6-0560 


* 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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Terms Prospecting 
Sales Life Blood 


(CONTINUED FROM PAGE 30) 


standpoint of a constant flow of 
available people with whom to dis- 
cuss life insurance, with a fair 
chance of making a sale? In other 
words, whom can we call on each 
day in order to sell life insurance? 
Can there be anything more basic or 
fundamental as it affects our daily 
lives?” 

Three or Four General Ways 


Mr. Stearn said there are three or 
four general ways to obtain pros- 
pects. First of all is the old-fash- 
ioned and difficulty way of cold can- 
vassing, which is not only hard 
work but is also time-consuming 
and not too efficient because it takes 
more calls to get the same results 
that might be obtained by other 
methods. But it is a simple way, 
and it makes the agent think on his 
feet. “It may give you some fresh 
ideas in spite of yourself, because 
you have to know your business and 
speak with authority when you 
walk in cold to talk to a stranger 
who doesn’t care if he ever sees you 
again. You have to be able to con- 


vince him that he has a problem he 
ought to discuss with you. 

“T recommend cold canvass as a 
method to be tried at least once a 
month for a day or two just to get 
out among new people; to sharpen 
your skill and your tools, and to give 
yourself the opportunity to perform 
before people you have never seen 
before. It also gives you a chance to 
prove to yourself and to others very 
rapidly that you know your busi- 
ness. And don’t forget that behind 
each closed door you open there 
may be a fine sale waiting for you, 
one which you wouldn’t have gotten 
if you hadn’t decided to have a fling 
at this old and proven method of 
prospecting. Why don’t you try it 
some time? I recommend it as a first 
class way of digging up new 
people.” 


Value of Endless Chain 


The second method of prospect- 
ing which he discussed is the end- 
less chain. Every man who has been 
in the business three weeks has 
called on a few people and, with a 
certain amount of technique, he 
should be able to ask each man, for 
permission to use his name, or at 
least his recommendation that the 
work done for him was satisfactory. 
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in a modern drama of 
advanced underwriting 


"EMPLOYEE 
PENSTON PLANS” 


another of our multiple lines that 
mean business for G. A. Lifemen 
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As an example, he said that on the 
Northwestern Mutual applications 
there is a blank space for names of 
a man’s wife and children, the 
amounts of insurance they carry, 
and their dates of birth. 

“If your company does not have 
this, then ask the man for this vital 
information about his family and 
put it down on a separate slip of 
paper,” he suggested. “You might 
also ask him if he thinks you have 
done a good job for his and, if so, 
ask permission to use his name. Per- 
haps he may not allow you the di- 
rect use of his name, but he may per- 
mit you to tell someone else that 
you did some work for him. This 
will give you a new list of people to 
work with who are friends, relatives 
or business associates of this par- 
ticular man. 


Many Afraid to Ask 


“T can think of no finer method of 
procuring new names in this busi- 
ness, but unfortunately many of us 
are either afraid to ask or we don’t 
ask in a way which makes him will- 
ing to impart the information we 
want. So, after a few rebuffs, we 
stop asking. I always hope to re- 
sell a customer and I, therefore, try 
to do business with people he knows 
who can become future centers of 
influence. I strongly recommend 
that you try with every sale to pro- 
cure the names of two or three peo- 
ple and, if only one of those names 
is good for a sale, you have in- 
creased your prospect inventory tre- 
mendously with an endless source 
of new people.” 

He generally asks a new customer 
something like this: “Joe, whom do 
you know in your firm who is doing 
as good a job as you are?” or “What 
young man has recently started 
working for this firm who, in your 


opinion, will do well?” or “Who iy 
your sales department is doing a 
outstanding job?” or, perhaps 
“Who in your organization is doin 
such a fine job that you would like 


to have your son emulate him?” : 


Questions like these serve to flatter 


the man’s ability to judge his Co-} 


workers and, therefore, make him 
more willing to give information, 
The agent can also ask him who in 
his immediate family is doing wel] 
in business. For instance, he might 


say : “You havea sister, Joe. Is she|.; 


















married, and how is her husband | may be 


doing?” 


Newcomer Fine Center of Influence 


One of the finest centers of influ- 
ence, in Mr. Stearn’s opinion, is the 
newcomer to a community. In every 
city there is a terrific amount of job 
turnover, with people moving out 
and new people moving in. Most 
people move to a city because of a 
job change, with either a salary in- 
crease or better prospects of ad- 
vancement. “If you could get the 
names of all of these people and only 
10% of them were in the age, job. 
and social brackets you are inter- 
ested in, you would have more work 
to do than you could handle. There 
are a lot of ways you can get these 
names such as the new residence 
service or the Welcome Wagon in 
each city. Most of you must have 
in your cities a financial paper which 
lists all new homes and automobiles 
purchased, or new transfers of 
titles, or tranfers of applications for 
automobile licenses from one state 








NDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


ENCY OPPORTUNITIES IN Illinois, Indiana. lowa, Ohio. Michigan, Minnesota, Texas 
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ith, another, listings of new partner- 
ips and corporations and in gen- 
Jall changes taking place within 
ghcommunity. 

“Names of new people like these 
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> to flatter|-an obtain, and this means of pros- 
ze his co. gecting will help your daily work 
nake him more than the first two methods 
ormation |ombined. A constant flow of new- 
m who in},omers’ names makes a terrific po- 
loing welllential market for several reasons. 
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oe. Is she city don’t know anyone and you 
| husband | may be the first person they meet 
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“Aren’t you creating a terrific 

source of business for yourself when 
you can offer these strangers the 
services of your community, intro- 
duce them to people they should 
know, and perhaps offer them the 
financial service of your office? In 
these ways you render services to 
these people which will make them 
‘your best prospects. 
“From a prospecting standpoint 
‘on this type of work, I strongly 
}recommend that you use the tele- 
phone almost exclusively. I have 
prospected this way among new- 
comers for a long time and it is 
highly successful. Telephone pros- 
pecting offers several advantages 
because it is faster and, therefore, 
saves both time and shoe leather. 
It’s easier on your nerves and pros- 
pects like it because they feel no 
pressure and are, therefore, willing 
to make an appointment with you. 
For this type of prospecting, find a 
simple straight-forward telephone 
technique and perfect it; and you 
will have more bonafide prospects 
than you can use. 


Prospecting Inventory 








“Think about your own situation 
fora moment. How is your prospect 
inventory right now? So many men 





in the life insurance business are 
trying to hatch china eggs. Forget 
alot of these people you have called 
on. Dig up new ones with a new- 
comer service. Inject new blood into 
the business, get a constant flow of 
name$ and never let this flow cease. 
_ “You are either a success or a bum 
in this business in direct ratio to 
your ability to find people to talk to 
who will listen to your story long 
enough to let you tell it effectively 
and, having an opportunity to think 
about it, buy what you have to offer. 
There is nothing in this business by 
which our daily lives are more ai- 
fected than our ability to find people 
who are both physically fit and 
mentally aware of the fact that life 
msurance can do something for 
them and who like you well enough 
on first sight to give you a chance to 
tell your story. 


Eager to do Joint Work 


“ . 
I am ina very successful agency 








} and we have one of the best mana- 








gersinthecountry. YetI knowthat problem has not been my own for the distinction of being the first su- 
some of the fellows in our office are Many, many years because some- _pervisory organization of life under- 
how, somewhere, in the three meth- writers to participate in the general 
ods given I have been abletokeepa agents and managers section meet- 
constant flow of materialcoming my ing in the history of the N.A.L.U. 


constantly at a loss to know where 
to go when they get down to the of- 
fice in the morning. They haven't 


learned that the prospecting cycle ‘VY S° that I always have enough Considerable negotiation pre- 
is the thing that most affects their people to call on for each day’s work ceded the invitation being extended 
daily lives. I could go to my office if I feel like working. to the supervisors to be present at 
on any morning and say to one ora the session Sept. 20. 

half a dozen people, ‘How would Los Angeles Supervisors The inclusion of the supervisory 
you like to go out and do a little Meet With N.A.L.U. forces in the meeting seemingly is 
joint work today?’ and they would in line with the trend toward closer 
love it, because they don’t know Members of the Life Agency Su- working together of the managers 


where to go by themselves. That pervisors Assn.of Los Angeles have and supervisors. 
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Continental American 
% establishes a new 
underwriting record... 


through cooperative effort 4 














the same day or following day 


td 4D of Policies mailed to Field Force : 


Applications received in Home Office. : 


| f 64 % by fourth calendar day. r 


<y 


During last year Continental American’s Under- 
writing Department, with the close cooperation of 
the Field Force, accomplished this exceptional record 


of underwriting and policy issue. 


) e e 
St ia hrilule to those who directly made it possible . . . 


The Underwriting Department Staff, who have 
dedicated themselves to the task of providing the 
fastest possible service on policy issues, commen- 


surate with sound underwriting practices. 


The Members of the Field Force, who have 
worked closely with understanding cooperation with 
the Underwriting Department by selecting quality 
risks and by anticipating and providing essential 
underwriting information. 


Simplified underwriting procedures, including 
extended non-medical limits, are now still 
further improving this outstanding record. 















CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 
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THE MACCABEES 


Metropolitan Agency 


Specialists in Underwriting 
and tax plans 


60 EAST 42nd ST. NEW YORK CITY 
MU 2-1630 


THE MACCABEES 


Brooklyn Agency 
2 
Specialists in underbidding 
competition 


ANTHONY P. MUSALO 
General Agent 


189 Montague St., Brooklyn TR 5-0611 

















max 
iy 
ar 








A. J. JOHANNSEN and ASSOCIATES 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 
74 Trinity Place, New York 


SAMUEL D. — AGENCY, 


General Agent 


S. D. Rosan, Pres. 
H. J. Rosan, V. Pres. 


s 
CONTINENTAL 
ASSURANCE COMPANY 


76 WILLIAM ST. NEW YORK 5, N. Y. 
WHitehall 3-7680 


HOEY AND ELLISON LIFE 
AGENCY INC. 


WALTER W. CANNER, President 


EQUITABLE LIFE INSURANCE CO, 


OF IOWA 
118 William St., 7, N. Y. BA 7-4800 
129 Church St., New Haven 8-4114 




















WHELEER H. KING, C.L.U. 


General Agent 
and 
Associates 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


500—Sth AVE. 
NEW YORK 18, N. Y. LOngacre 4-7400 





JOHN H. EVANS 


Manager 


HOME LIFE INSURANCE COMPANY 


110 WILLIAM ST., NEW YORK 7, N. Y. 
REctor 4-9480 


THE JULIUS M. EISENDRATH 
AGENCY 


THE GUARDIAN 
LIFE INSURANCE COMPANY 
1800 Empire State Building 


New York 1 
CHickering 4-4400 











L. |. LESTER 


General Agent 


MUTUAL TRUST 
LIFE INSURANCE CoO. 


COrtlandt 7-6030 
45 JOHN STREET NEW YORK CITY 


MITCHELL GOODSTEIN, Manager Brokerage Dept. 




















RUSSELL E. LARKIN 


Manager 


CONNECTICUT GENERAL LIFE 
INSURANCE CO. OF HARTFORD 


225 BROADWAY, N. Y. 7, N. Y. 
REctor 2-6633 














THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


ARTHUR V. YOUNGMAN 


General Agent 


136 BROADWAY, NEW YORK CITY 
REctor 2-8666 
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THE MACCABEES 


Newark Agency 


Specialists in Term Coverage 
and combinations 


A. A. STEINITZ 
General Agent 
9-15 CLINTON ST. - NEWARK - Mitchell 2-5257 








THE MACCABEES 


Farrell Agency 


Specialists in Programming 
and Estate Plans 


WILLIAM T. FARRELL 
18 ASYLUM ST. - HARTFORD - HArtford 6-6621 








THE igh So AGENCY 


BERKSHIRE 
LIFE INSURANCE COMPANY 
921 Bergen Avenue 
Jersey City 6, N. J. 
Newark Jersey City 
MArket 2-2241 JOurnal Sq. 4-1724 


New York 
REctor 2-4540 





RALPH ENGELSMAN 


General Agent 


PENN MUTUAL 
LIFE INSURANCE COMPANY 


11 WEST 42nd STREET NEW YORK 18,N. Y. 
LAckawana 4-5000 


HE NEW YORK GENERAL AGENTS AND MANAGERS 














DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office—Newark, N. J. 
EUBANK & HENDERSON, Managers 


40th Floor—40 Wall Street, New York 5 
Digby 4-0040 











BOOKSTAVER AGENCY 





SECURITY MUTUAL LIFE INSURANCE 


500—Sth AVE. NEW YORK 17, N. Y. 


CHickering 8-8330 
BURTON J. BOOKSTAVER, General Agent 





‘Ask Peyser about it.” 
PERCY A. PEYSER, General Agent 


THE MANHATTAN LIFE 


140 West 57th Street 


N. Y. 19, N. Y. CI-7-3963 





LOUIS REICHERT 


General Agent, Life Dept. 
| 
TRAVELERS INSURANCE COMPANY 


45 JOHN STREET, NEW YORK 
Tel. RE 2-7282 


FRANK S. GROH, Manager 











TY 
.N 





LAMBERT M. HUPPELER 
AGENCY 


ROBERT L. G. WHITE, Brokerage Manager 
Ss 


NEW ENGLAND MUTUAL 


527—Sth AVENUE, NEW YORK 7, N. Y. 
MUrray Hill 7-0800 
































DAVID T. HERSCH 


General Agent 





SECURITY MUTUAL LIFE 
INSURANCE COMPANY 


15 EAST 40th STREET NEW YORK 16, N. Y. 
ORegon 9-3533 








Loads of Success to N,A.L.U. in 1951 
HAROLD N. SLOANE, C.L.U. GEN. AGT. 


Gruber Lynch & Sloane 
CONTINENTAL ASSURANCE 


111 JOHN ST. NEW YORK 38, N. Y. 
BEekman 3-4545 
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J. E. Ballantyne* 
Spokane 






WASHINGTON 4 


sa 










F. L. Showacy* 
Portland 





OREGON 





A Ube. 


to all of you attending the sixty- 


second annual meeting of the 





Life Underwriters Association. 





And especially do we extend 





greetings to those members of 


our own Bankers Life of 





Nebraska organization from 











across the nation who are at- 





7 R.A. Ebbage* 
meme acramento 


M. V. “Pat tonergon* J. A. Bertrand tending this Los Angeles Con- 


West Coast Resident Mgr. San Francisco 
San Fra ‘ 


vention. 

*General Agents 

West Coast Division 
Bankers Life Insurance 
Company of Nebraska 


~ HL R. Pinney* 
Oakland 





L. W. Hummel 
los Angeles 


D. G. Holston* 
Fresno 









Mrs. Josephs on Women 


(CONTINUED FROM PAGE 8) 


each and every month, once she 
reaches retirement age. 


Why Married Women Need It 


A married woman should own 
life insurance because: It isa means 
of guaranteeing financial aid to her 
children should anything happen to 
her husband or herself. If her hus- 
band is temporarily unemployed, a 
loan on her policy will help tide the 
family over until financial condi- 
tions improve. It is the one way, if 











She sai 
dopt w 
‘powder- 
an mix 


Writes “Spinster Special” 


Mrs. Joseph has one favorite cop 
tract which she terms the “spinste 
special,” and, “believe it or not,| 
use that term when I discuss th{”: 
policy with my prospect.” It is a pymeetins 
tirement policy which provides, in conta 
the time when her earning poweho take 
ceases, a monthly income for th who are 
woman who does not marry. “T ex and educ 
plain to my young prospect that thi nc e 
is the right time to start her ins, !0 ™°st 


she plans it as such, that she can be 
sure her children will go to college, 
even if family earnings are small 
when that time comes. 

Important, commission-wise, is 
the fact that women tend to buy the 
higher premium types of policies, — 
those on which payments stop at a 
definite age. Both retirement in- 
come and endowment policies are 
very popular with members of the 
female sex. 


enough to be called a spinster), | 
point out that her health, which is 


later on, making it impossible for 
her to become insured. I also, as, 
rule, try to arrange the retiremen 
date at about 55. Younger peopk 
abhor the thought of having to work 
until 65 — it seems so far away.” 





ance program, that her premium" 
will be extremely low because of her! $#7 
age, (you see, she’s still young 


apparently good, might deteriorate,P° 
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We Hope You are Very Happy 
With Your Present Company 
and Will Stick With ‘Em 


BUT 


If You Have Made Up Your Mind 
To Make a Change 


WE WOULD LIKE 

TO TELL YOU 

WHAT WE HAVE 

LIFE — ACCIDENT — HEALTH 


GREAT EASTERN MUTUAL 


HOME OFFICE 
Second Floor — Boston Building 
DENVER, COLORADO 





Vv. L. TICKNER, President 








Let’s get together! 


WE NEED tepresentatives seeking per- 


manent careers in life underwriting ... 


YOU NEED a company that is young 


enough to have fresh ideas, yet old enough 
to be thoroughly established . . . 





WE NEED representatives whose ability 


and effort will command maximum divi- 
dends... 


aoa 


H 


fi 
Hy 


pp Gs, hon oer 


YOU NEED a company whose co-oper- 


ation is second to none... 


WE NEED YOU 
YOU NEED US... 
let‘s get together! 








THE FARMERS & BANKERS 


Life Insurance Company 
WICHITA, KANSAS 
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Policies That Protect Since 1910 
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nould Mix More With Women 


She said that naturally men can’t 
dopt what her friends term her 
‘powder-puff technique” but they 
an mix with women more than 


most of them do. She suggested par- 


nt-teacher associations as excellent 
meeting grounds, “There you come 
in contact with intelligent women 
who take parenthood very seriously, 
who are concerned with the growth 
and education of their children. Ac- 


To most of them, college education 


ct that tigen yourself with their problems. 
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for their youngsters is keenly de- 


sirable and they lend a more-than- 
willing ear to any concrete proposal 
having that aim. They know, also, 
that it is undesirable to ever be ina 
position where they need their 
children’s support. 

“With them you can talk about 
longevity, stressing the point that 
women do live longer than men and 
that of the 92% who marry, 62% are 
widowed; that of those widowed, 
8% remarry, and three-fourths of 
them are rewidowed. Point out that 
only 25% are never widowed and, 
thus, 68% are either unmarried or 
widowed for a part of their lives. 
Here’s where statistics can really do 


you some good. You can talk about 
their own future to them and you 
will find them willing to listen and 
eager to ask questions. Develop 
their confidence in you as the guy 
who knows the answers. Once that 
is done, it’s you they’ll naturally 
turn to when they want advice. 


Interested In Family Security 


“When you go out to play canasta 
or bridge, do you wait ’til the women 
have gone into the kitchen to make 
coffee before you mention the hush- 
hush phrase family security? Try 
saying it while she’s around. You'll 
be surprised at her interest. Forget 
the old cliche of women trying to 
stop insurance sales because they 
want a new coat or furniture for the 
house. Of course, they like to dress 
well and have a nice home, but to- 
day, they know the need for secur- 
ity. The papers are full of items such 
as rising costs, which cause great 
concern to their readers. Refer to 
those items. They’re on the tip of 
everyone’s tongue. And people, men 
and women both, like to discuss the 
things that bother them. What bet- 
ter lead-in could you have for a talk 
on insurance?” 





MCC 008. nen, 


At the joint meeting ot three committees: Carlyle Dunaway, N.A.L.U. counsel and head- 





quarters aide to the committees; F. Leroy Garrabrant, New York Life, Asbury Park, N. J., chair- 
man of committee on affairs of veterans and servicemen; N. H. Seefurth, Northwestern Mutual, 
Chicago, chairman of the federal law and legislation committee; and Winston Emerick, New 


England Mutual, Johnstown, Pa., chairman of the social security committee. 


Chairman Walter Stoessel of 
the ball committee was fortunate 
enough to secure Miss Blanche Gail- 
mard of the Occidental Life home 
office to handle arrangements for 
hostesses for the stag line. Miss 
Gailmard also has charge of the hos- 
pitality for the local association and 
is one of the few girls in Los An- 
geles in the insurance fraternity 
who has had experience in handling 
arrangements for conventions. She 
is relied on by the state association 
and the California Accident and 
Health Clubs in handling their con- 
ventions when they are held here. 






From the California-Western States home 
office: Thomas J. Hammer, director of agency 
service; and Stella Gibbs, assistant director 
of training. 





$100 Million 


OPPORTUNITIES 





NEW EXPANSION PRO- 
GRAM CALLS FOR INTENSI- 
FIED DEVELOPMENT 
THROUGH _ REGIONAL 
HOME OFFICE PLAN OF 
MANAGEMENT, 


















OVER 
400° increase 
IN 
premium income 


IN 
PAST NINE YEARS 














Sioux Falls 


Another Step Forward... 


NATIONAL RESERVE LIFE 


FOUNDATION 


Adopts New Expansion Program and Regional Home Office 


LAID FOR A FUTURE 


Ws Shows present operating territory. 





Shows territory to be opened as business expands. 


$500 Million Company 


The following map shows the territory served by The National Reserve Life Ins. Co. and Policyholder’s National Life Ins. Co., formerly affiliated companies, now being consolidated, and some of the Agencies already established. 


One AONE) 





“Operating in one of the greatest new wealth producing areas in the United States—Where the spirit of the 


pioneer still prevails—We forge on to a greater future that lies ahead for those who do not sell America short.” 





UNUSUALLY ATTRACTIVE AGENCY OPPORTUNITIES NOW OPEN 


Write Agency Department NOW 


- Plan of Management 


OPPORTUNITIES 





SUCCESS BEGETS SUCCESS 
MAN POWER ATTRACTED 
BY REASON OF OUTSTAND- 
ING RECORD OF GROWTH 
AND ACCOMPLISHMENT. 


















OVER 
300% increase 
IN 
Insurance in force 
IN 
PAST NINE YEARS 












Topeka 
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How Hal Nutt 
Manages Confusion 


(CONTINUED FROM PAGE 10) 


to a key-man situation and obtained 
the best interview of his life.” The 
letter, supposedly written by a life 
insurance policy, reads: 

“Dear Mr. Prospect: 

“Please consider this my applica- 
tion for a job. Although I’m a big 
healthy fellow and will do a man’s 
work, I ask only a boy’s wage. I'll 
work for about $12.50 a week, and if 
you give me the job, I’ll stay on it 
as long as you need me. 

“T’ll agree never to ask for a raise 
—in fact, I would not accept an in- 
crease even though you might con- 
sider me entitled to one. I’m thrifty, 
and will promise to save the biggest 
part of my salary. I’ll also promise 
that if you are ever hard pressed, 
I'll loan you all my savings. 

“Here is the job I'll do. If you 
should be taken out of the picture 
entirely, I’ll buy shoes and clothes 
and school books. I’ll buy fish lines 
and poles for the boys and dolls and 
doll dishes for the girls. I’ll see them 
all through school and keep their 
little tummies well filled. 

“In addition, I'll promise that 
your family will never want for the 
comforts of life. 

“Every Christmas, I’ll make sure 
that Santa Claus comes to your 
house and leaves the things that 
bring happiness to little tots. In fact, 
I’ll try to do all the things that you 


would do if you were here. Of 
course, I can’t go fishing with the 
boys, but instead I’ll send along 
memories of a thoughtful and de- 
voted Dad. 

“Tf, after the children are grown, 
you don’t need my services any 
longer, you can stop my pay and 
I'll: say to you, ‘That’s all right, 
Boss—I’ve enjoyed working for 
you all these years. Now, to show 
my appreciation, I’ll take care of 
you and your wife for the rest of 
your lives.’ 

“All these things I'll guarantee to 
do for you—and all I ask is that you 
put me on the pay roll for about 
$12.50 a week.” 


Use Questions in Interview 


“Probe and disturb” are magic 
words in selling, Mr. Nutt said, and 
constitute perhaps the best advice 
ever offered in such brief form. Sell- 
ing is really the process of educating 
the prospect to a general acceptance 
of life insurance and a specific ac- 
ceptance of a particular plan to ac- 
complish a given purpose. In the 
process of so-called “needs” selling, 
questions play a prominent part. 
“With questions you probe, and 
with questions you disturb.” From 
the standpoint of sales psychology, 
he believes a question is better than 
a statement, and a lot easier to learn. 
Learning a sales talk is hard work, 
and most agents don’t like the idea, 
anyway. He suggested that it is 
much easier to learn a series of dis- 
turbing questions than a canned 
saleg talk, “and the final result will 


be the best organized presentation 
you ever made.” 

The agent can control the ques- 
tions, and also the answers, Mr. 
Nutt said. He cited an answer that 
Jack Nussbaum gave to the objec- 
tion implied or stated, that life in- 
surance costs money. Again, it’s a 
series of questions: “Joe, do you 
carry coins in your pocket? Which 
pocket? Will you reach your right 
hand into your right pocket and re- 





Kenneth Keil, Penn Mutual, Springfield, III., 
president of the Illincis association. 





move those coins? Now transf 
them to your left hand. With yo 
left hand place them in your |e 
pocket. Joe, did that cost you ap 
money? Not a cent; it was just, 
transfer, and so it is with my pro 









erty — you make a transfer apgcan yOu 


amazingly enough you also make: 


profit.” 
Woodson, Rutherford Queries 


Another question is one tha, 
Woody Woodson has asked effe im in 
tively: “Mr. Prospect, if you wra agg 
yourself around a telephone pole og "8 
your way home tonight, and if a 
are cut out of your car with a had} 
saw with the speedometer stuck a 
72, will you leave the size of ap 
estate that your family must obtain! 


from some source?” 


James E. Rutherford asks this, 
one: “How many years of your j 


come have you insured?” 


In determining a man’s objectiy, 
there is no better question than this 
“If you die, do you want your family 
to continue to enjoy approximately 
the same standard of living, at leas 
while the children are young?” Th 
prospect says, “yes” and the agent 
tells him that takes 50% to 60% oj 
his present income. “It isn’t you 
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talking; it’s what every expert Ot Three P 


family budgets will tell hirn—50 t 
60% of his present income. That's 
his objective, if he really wants 
mamma to have the same standard 
of living. No need to beat around 
the budget bush, dollar for dollar. It 
takes better than 50% of present in- 


come. Where is it coming from?” 
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New concept of 
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Illinois. 


CENTRAL LIFE 


DES 





1 Quality COMPANY 


See Best’s Reports. 
____2 Quality COMPENSATION 


adjusted compensation for both ur 
General Agent. Contract contains many new provi- 
sions offering top earnings. 


3 Quality TRAINING 
7 ase bas oe and selling ns life insurance 


This program has develo; 
underwriters and General Agents. 


Quality TERRITORY 


Excellent opportunities in Michigan, Ohio, Indiana and 























At ahead? 


the fieldman’s value with properly 
underwriter and 


am featuring field tested sales tech- 


many successful 





ASSURANCE COMPANY 


MOINES, IOWA 1951 








S. E. LEIWANT, C.L.U. 


President General Agents Section 
Crown Life Club 


J. H. CLEMENTS 


Crown Leader 





THE NEW JERSEY LIFE ASSOCIATES 


STATE AGENTS FOR NEW JERSEY 


CROWN LIFE INSURANCE 60. 


At Your Service 


M. DICKSTEIN, Preseident 
General Agents 


A. J. WOHLREICH 


Member Million Dollar Round Table 


R. J. MORAFF 


Member Million Dollar Round Table 


COMPLETE BROKERAGE 
AND 
REINSURANCE FACILITIES 


THe Crown LIFE 


HOME OFFICE: TORONTO, CANADA 
1180 RAYMOND BLVD., NEWARK 2, N. J. 
Over $670,000,000 Insurance in Force 


MITCHELL 2-2083 
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anaging Two-Interview Selling 





Mr. Nutt said he holds no brief 


r program selling. ' 
Ee must sell lives in this busi- 






: because from no other source 
aoe ee Be you find real security. For the 
T an : ° : 

Tnew man, there is no substitute for 
the Purdue formula of 20 seen calls, 
10 closing interviews, two sales and 
new prospects. This indicates 
ithe necessity of package selling and 
— tha Pm in favor of anything that will 
ked effer bring a good income to the practic- 
You Wraj ‘ng life underwriter. But the time 
ne pole mycomes when your search for job 
and if yo satisfaction requires some method 
ith a hack 5 two-interview selling, and we 
r stuck a may as well recognize that in the 
we ali ays ahead they’re going to sepa- 
ist obtain rate the men from the boys. 
_| “The public will recognize that 
asks thisyir. insurance is the only way where- 
f your in by the average man can create a fi- 
nancial competence for himself. In 
that time, only the men will succeed. 
The boys will fail as life insurance 
salesmen because they will continue 
to say the same old things in the 
same old way. The men will suc- 
ceed because ther methods of selling 
will consider the economic facts of 
life in these days. 








objectiy 
than this 
ur family 
oximately 
g, at leas 
ng?” The 
the agent 
to 60% of 
isn’t you 
aa Three Points Involved 
e. That’ “There is something wrong when 
ly wants anagent must spend two, three, four 
standard| hours in his office preparing for a 
't around) Closing interview following a good 
dollar, It} job of getting the facts. If the ad- 
resent in| Vantages of two-interview selling 
from?” | must be lost because the system in- 
_____| volves too much office time, perhaps 

we ought to find a method which 














will accomplish the paper work 
quickly, effectively, and in a sales- 
manlike way. We at Purdue Uni- 
versity, and based upon the meth- 
ods of successful men, believe we 
have found the way. 

“It involves three things: (1) A 
fact-finding questionnaire; (2) a 
settlement options work sheet; (3) 
amemorandum proposal. Let’s as- 
sume you’ve found that individual 
\who is worthy of a two-interview 
approach. He earns better than av- 
erage, is married, has kids, a nice 
guy. If you’re like most agents, this 
fellow comes along about once a 
i maybe once a month. He 
doesn’t come often, because if he did 
you'd need a secretary and a lot big- 
ger investment than you now pos- 
sess. If ever the word selection had 


0. 





ble 
meaning, it’s in your ability to se- 
lect those comparatively few pros- 
ble pects who are worthy of a better 





than average application of your 
time and talents.” 

The salesman who “programs 
them all,” Mr. Nutt said, is the man 
who leaves the business; the sales- 
man who selects a good prospect 
and then shoots the works is the fel- 
low who sells, a 20 instead of a 10, 
or sells something rather than noth- 
ing. He “programs” somewhat in 
his spare time, getting his 50 or 100 
Ives a year regardless. 














“Get Facts” Is Step No. 1 


Get the facts, he urged. “After 
the approach, that’s step No. 1. If 
you want to measure his present 


financial plan against the job it must 
some day do, you need the facts. 
The use of questions in the inter- 
view will help in this phase of the 
sale, and a fact-finding question- 
naire will help you to say the right 
things in the right way. “The Life 
Insurance Marketing Institute 
with the assistance of 22 successful 
life underwriters, has developed ‘A 
Plan For Today—Tomorrow—and 
The Future.’ ” 

He then reviewed in detail a fact- 
finding questionnaire prepared by 
the Purdue Institute, with the as- 
sistance of 22 successful producers, 
for use in the better-than-average, 
two-interview sale. 


“Problems” May Prove 
to Be Privileges 


While life insurance has its prob- 
lems, more attention should be giv- 
en to its opportunities and, as a mat- 


ter of fact, many of the so-called 
problems can really be regarded as 
privileges. That was the advice giv- 
en by Nell F. Burns, New England 
Mutual, Birmingham, Ala., at the 
women’s luncheon Thursday. 

Miss Burns mentioned especially 
the problem of time control. She re- 
ferred to an article published re- 
cently in which the writer told of 
the program he had followed for 20 
years, with a rigid accounting for 
every minute in the day and every 
day in the year. 

“And all the time,” Miss Burns 
said, “I thought that slavery was 
abolished by the civil war. . 

“T read that article with feelings 
of resentment mingled with pity. 
Resentment that a man would take 
such a wonderful business and make 
such drudgery of it. Resentment 
that he would choose the most inde- 
pendent life known to the economic 
world, and turn it into slavery! Pity 
— for anyone who could stay in this 
business for 20 years and be so blind 
to its privileges. If I had been just 


considering going into the life in- 
surance business when I read that 
article I would have been hard to 
catch if someone offered me a con- 
tract! I don’t believe that we have to 
make drudgery out of this business 
in order to succeed in it! 


Plan Own Days 


“One of our greatest privileges is 
that of being able to plan our own 
days, to work our own way, free 
from the monotony of tiresome rou- 
tine. We don’t have to jump to the 
crack of anyone else’s whip — why 
make one of our own? No other bus- 
iness offers quite the opportunity to 
weave our work into our social and 
family lives, into our hobbies and 
pastimes. In what other business 
can a woman care for a family, lead 
a well-rounded social life, and at the 
same time enjoy a very comfortable 
income? Privileges, however, must 
all be exercised with discretion. 

“Then, there is the great problem 
of prospecting. Have you ever con- 
































































WHO USED IT 















Here’s what Prudential men are saying about this highly effec- 


tive sales tool for business insurance cases. 


“We have written at least $35,000 of business insur- 





ance every single week since we received the Owner- 


ship Control Plan.” 


R. W. DePau, Miami, Florida 


“The reaction of my prospects was very favorable. |! 
placed $10,000 on each of the two partners, with a 
good possibility that I'll add another $15,000 each 


before long.” 


C. J. Heldman, Cincinnati, Ohio 


“I closed a $60,000 Business Insurance case this 
week—on 4 members of a Close Corporation... 
used the new Ownership Control Plan.” 

I. M. Ezor, Passaic, New Jersey 


It’s a new, complete, easy to use, professional looking approach 
to business insurance. Already it’s paving the way to higher in- 
comes for many insurance men. For details write to The Pru- 


dential, Newark, New Jersey. 


The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Home Office: 
Newark, N. J. 


Western Home Office: 
Los Angeles, Calif. 
























Canadian Head Office: 
Toronto, Ont. 
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What 
is 
Insurance? 


Webster says insurance is: 

‘a contract whereby one party 
undertakes to guarantee 
another against loss by a 


contingent event.” 


There are many contingencies 
one can insure against—such as 
death, accident, illness, 


and loss of property. 


This bank has always 
recommended a well-rounded 
insurance program, not only 
for protection, but also (in the 
case of life insurance) because 
it provides an incentive 

for saving systematically, and 
helps to build a firm foundation 
for a financial future. 


Note: This bank does 
not sellinsurance. 


Wells 
Fargo 
Bank 


& Union Trust Co. 


SAN FRANCISCO 20 


Market at Montgomery 
Market at Grant Ave. 


Established 1852 


Member Federal Deposit 


Insurance Corporation 





sidered how many privileges that 
phase of our business offers us? 
Ours is one of the few businesses in 
which we can hand pick our clien- 
tele exactly to our liking. We can 
not only choose the specialized 
branch of the field that we like best, 
but we don’t have to go back to see 
people whom we don’t enjoy. Of 
course, we may lose a sale by being 
too choosy but it’s our sale; we can 
lose it we want to. We don’t have to 
listen to hard luck stories; we can 
always talk to the fellow who is on 
the top. 


Go Where Money Is 


“A speaker not long ago was 
much concerned with the problem 
of competing for the salaried man’s 
dollar and squeezing out a few cents 
of it for life insurance after buying 
washing machines, radios, televi- 
sion sets, automobiles, etc. 

“T guess I’m just a queer duck,” 
Miss Burns said, “but it seems to 
me that that fellow can’t see the for- 
est for the trees The people I’m in- 
terested in are the ones who are sell- 
ing all those radios, washing ma- 
chines, T.V. sets, etc. They’re the 
ones who are feeling good. There is 
hardly an economic condition that 
takes one class of buyers out of the 
market that does not bring another 
group in. Ours is the great privilege 
of concentrating our efforts not 
only where we most enjoy working, 
but where they will most likely be 
profitable. 

“Ours is the great privilege of 
‘going out after them.’ A doctor or 
lawyer must sit in his office and wait 
for the telephone to ring. He can’t 
very ethically suggest, even to his 
friends, that they avail themselves 
of his services. But we can! We not 
only can, but are expected to go out, 
aggressively, after the business we 


doesn’t care whether it’s wearing 
skirts or trousers! Our limitations 
exist in our minds only ; our bound- 
aries are built by ourselves. 


Woman Has Advantages 

“Tn fact, a woman has certain ad- 
vantages over her male competitor, 
for she will often get an interview 
which a man would have lost. The 
natural inborn courtesy with which 
a man of culture just naturally treats 
any woman will often make him 
give her a hearing which he would 
have refused a man because he 
thought he was not interested in the 
proposition. He feels that it is rude 
to turn a woman away from his of- 
fice when she has courteously asked 
to see him. It’s time for us to forget 
these so-called ‘differences’ between 
men and women in this business for, 
when we do, and lay our claim to 
business solely upon the basis of 
our knowledge and our ability to 
handle it, the world will forget them 
too.” 


Four Success Characteristics 

She listed four characteristics — 
a love of the job, ambition to suc- 
ceed in it, determination to give our 
best to our clients, and a willingness 
to do the work necessary to achieve 
our goal — which will, she believes, 
“just automatically solve most of 
the problems that we meet.” 

The willingness to work, and 
work hard, she said, is the answer to 
time control. “Every underwriter 
worthy of the name is going to get 
to his office at a reasonable hour in 
the morning. Not necessarily at 
8:29 or 8:31, but when he needs to 
be there. Not because the rules say 
he must, but because he has so much 
to do, is so eager to get at it, he 
just naturally gets up and gets go- 
ing. Sure, he is going to spend a lot 









2nd Dapad Day 
of time studying; not necessag; ] 
from 7:31 to 8.29, but wheney ve y 
there is material on his desk that 

needs to master or research whidPOF S 
he needs to do. He studies, not be 
cause the rules say he must, but }. (CO 
cause it’s the most interesting reagan Fish 












ing he can find. p. C., 
Won’t Want to Quit poet 
interest¢ 


“Sure, he is going to do som said that 
work in the evenings. Not becaus! nitted t 
the rules say he must, but becansl,. trust 
too often, he just can’t find a plap fore the. 
to quit. I believe that an underwriti jecision 
er should limit, as much as Possible grawn, | 
his night work. Ours is a busined were no 
so well paid that we certainly dont 
have to do it to make a living, an Reads 
we need our evenings free for recre. Mr. F 
ation, for companionship of family ~ «fre 
and friends, for pursuing hobbies l 
and outside interests. The persor hich at 
who thinks, lives, reads and tal xe edie 
one thing only, will become a ve rj h, te 
narrow person indeed. Educationit. ¥ 
not only learning how to make aly; 
ing, but learning to live, once w 
have earned the right. 
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Pointit 
C. Vivian Anderson, Provident Mutual, Ci trustees 
cinnati, past president of N.A.L.U., and Mitch]. 
Rosser, Phoenix Mutual, Boston, past presiden| 5©TV1CES ¢ 
of the Boston association and national commi didate los 
teeman of the Massachusetts association. | suggeste: 


tary race 


















want. We may not sell anything but 
we can work off steam! 


Paid According to Results 


“Ours is the great privilege of be- 
ing paid according to our ability to 
produce. A salaried man gets a raise 


date for 








only when he secures a promotion, 
which may be years apart, or can 
persuade the boss that he 1s worth 
more than he is making. But, when 
any of us aren't satisfied with our 
incomes, we know exactly what we 
can do to raise them. We women en- 
joy a particular advantage in this 
respect, for in most salaried posi- 
tions a woman is not paid as much | 
as a man holding the same job. Not 
so in our business; commission 
scales are exactly the same for both; 
consequently, most women who 
stay in our business enjoy incomes 
much higher than the average sal- 
aried man. 

“T hear a lot of discussion, in wo- 
men’s groups, of the problems of 
selling large cases and dealing in 
the highly specialized and technical 
fields in competition with men. The 
large number of women who are 
highly successful in those fields 
would seem to prove that what the 
buyer wants is the solution to his 
problem and the capable servicing 
of the business required to solve it, 











and when he finds that service, he 


Home-Guard Fits BOTH 


Both to you and to your cus- 
tomers, Home-Guard Insurance 
brings important advantages. 

From your viewpoint, there’s a 
big advantage in mortgage loan 
insurance that is optional with 
each customer. From the custo- 
mer’s standpoint it makes real 
sense to cover the mortgage loan 
with life insurance at such reas- 
onable cost. 
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It is entirely logical that Old 
Republic should be the company 
to develop this improved Mort- 
gage Loan policy. Through the 
past twenty years, Old Republic 
has become the largest company 
specializing in life insurance on 
Consumer Credit, serving over 
2,000 financial institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 
James H. Jarrell, Pres. CHICAGO, ILLINOIS 
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vely Campaign 
Secretary 


(CONTINUED FROM PAGE 5) 


sting readlan Fisher, Aetna Life, Washington, 

p, C., emphasized the necessity for 

setting more members of N.A.L.U. 

interested in serving as trustees. He 
| do som aid that there were nine names sub- 
ot becaus! nitted to the nominating committee 
it becans as trustee candidates and that be- 
nd a plac fore the committee got around to its 
inderwriti jecision, two of them had with- 
Ss Possible drawn, leaving seven, all of whom 
L busines were nominated by the committee. 





nly don ‘ 

ai an Reads Editorial 

for recté: Mr. Fisher read an extensive ex- 
- family serpt from an editorial in “The Na- 
O° hobbies sonal Underwriter” for April 6 
he Persor, which quoted letters from a number 
and talk of former N.A.L.U. officials to Mr. 
Me @ Ver Fisher telling of what it had meant 
ucation ‘to them to serve in the National as- 
nake alvij ociation’s official family. 

, ONCE We} «The nominating went along with- 
lout any nominations from the floor 
until it come to the nomination for 
secretary. After Mr. Marsh gave 
committee’s choice as John D. 
Marsh, Lincoln National Life, Wash- 
ington, D. C., President Moynahan 
asked if there were any other nomi- 
nations. Carlton Cox, Metropolitan 
Life, Paterson, N. J., put in the 
nomination for F. Leroy Garrabrant, 
New York Life, Asbury Park, N. J. 
*\Both Mr. Marsh and Mr. Garra- 
brant are trustees whose terms ex- 
pire at this meeting. 

















To Run for Trustee 

Pointing out that the board of 
and Mitcha| ustees would otherwise lose the 
st presides) SCTVices of whichever secretary can- 
ynal commi| didate loses that election, Mr. Fisher 
lation. {suggested that the loser in the secre- 
tary race be made the eighth candi- 
——— (ate for trustee. This was unani- 
mously voted by the council. 

Although the report of the nom- 
inating committee was scheduled 
for about the middle of the after- 
noon’s session, President Moyna- 
han announced that he was shifting 
itto the last spot on the agenda. He 
said he was doing this so as to as- 
sure a full audience for the commit- 
tee chairmen who were originally 
slated to give their reports after 
that of the nominating committee. 
He pointed out that otherwise the 
council members tend to drift out 
of the meeting room, or divert their 
attention from the speakers while 
considering what they do about the 
electidn. He said that the members 
of these committees had worked 
hard and deserved better than an 
anticlimatic spot for their reports. 
By-Laws 

The first committee report to be 
Presented Tuesday afternoon was 
that of the by-laws committee, of 
which Carlton W. Cox, Metropoli- 
tan, Paterson, N. J., is chairman. 
opies of the proposed amendments 
had been distributed in advance to 
all of those in attendance. Mr. Cox 
explained the board of trustees at 
its meeting last Saturday had ap- 


Proved all but two of the proposed 
-LINOIS | amendments. Stes 








Judd C. Benson, Union Central, 
Cincinnati, immediate past presi- 
dent of N.A.L.U., spoke for the 
board. He said that because the as- 
sociation members met only twice 
a year, it was difficult to convey to 
the membership as a whole all of the 
details regarding the controversial 
questions that arose from time to 
time. He explained that the action 
on Tuesday afternoon would con- 
sist of recommendations to be 
passed on at the general meeting on 
Thursday. 

Mr. Benson said that the board of 
trustees will recommend to the dele- 
gate body on Thursday that the title 
of the executive officer of the asso- 
ciation be changed from executive 
vice-president to managing direc- 
tor. This met with the approval of 
those in attendance. Mr. Benson 
said that the use of the word ex- 
officio, following the title managing 
director, should be stricken from the 
title in the opinion of the trustees, 
and that the managing director 
should have a voice and a vote at 
association meetings. 


Continuity Factor 

National Association Secretary 
David B, Fluegelman, Northwest- 
ern Mutual, New York, made the 
point that the managing director 
should have a vote because he will 
presumably remain in office year 
after year, he will understand the 
continuity, he will have the back- 
ground and understanding of prob- 
lems dicsussed previously, and that 
it will be an advantage, rather than 
a disadvantage, for him to have the 
power to vote on important ques- 
tions. The amendment giving the 
managing director a vote at board 
of trustees meeting was carried. 

Gerald S. Brown, Penn Mutual, 
Chicago, moved to amend the by- 
laws proposal that would create a 
general agents manager “section.” 
He said it is a question of semantics 
and “section” connotes a cleavage, 
quoting a dictionary definition to he 
effect that it means a part or portion 
cut off or conceived of as being cut 
off. He said that the word “confer- 
ence” refines pretty much what the 
managers’ group wants to do, and 
obviates any implication that N.A. 
L. U. is composed of general agents 
managers on the one hand and so- 
liciting agents on the other. 


Hoefflin Prefers “Sections” 

Walter Hoefflin, Pacific Mutual, 
Seattle, spoke for the “section” in 
preference to “conference.” He said 
there is no desire for any separation 
but rather to integrate more than 
ever before and be a part of N.A. 
L.U. serving effectively with the 
national organization through the 
proposed managerial group. 

John H. Evans, Home Life of 
New York, New York City, spoke 
against the use of the word “sec- 
tion.” 

Osborne Bethea, Penn Mutual, 
New York City, N.A.L.U. treasurer, 
objected to the change to “confer- 
ence,’ saying that everything pos- 
sible has been done to make it clear 
that the general agents and mana- 
gers want to consider themselves a 
portion of the parent body, and that 





George Paul Smith. agency secretary of 
State Mutual, and William C. Coogan, execu- 
tive director of the Boston and Massachusetts 
associations. 


the use of the word “conference” 
would probably lead to various 
other “conferences” as the associa- 
tion keeps on growing, resulting in 
a degree of cumbersomeness. 

Answering a question, President 
Moynahan said that the group will 
function as outlined in it rules and 
regulations regardless of whether 
the designation is conference, sec- 
tion, or committee. 


Wins 77 to 69 


Mr. Brown’s motion to change the 
word “section” to “conference” was 
put to a vote for the national coun- 
cil’s recommendation to the dele- 
gate body. The voice vote was in- 
conclusive, but a show of hands 
made it clear that the “conference” 
tag was the favorite by small mar- 
gin, 77 to 69. 

The motion setting up the man- 
agerial group, with word “confer- 
ence”’ as its designation, passed 
against only a handful of opposition. 

An amendment was passed de- 
fining a general agent as one who is 
actively in charge and directing an 
agency, rather than one merely hav- 
ing the title. With this clarification, 
there can now be no doubt as to who 
is qualified for membership in the 
general agents’ group. 


Trust Officers 


Ron Stever, Equitable Society, 
Pasadena, reported as chairman for 
the committee on relations with 
trust officers. He said that during 
the year nine new trust councils had 
been organized and that there is 
now a total of 56. He said that his 
committee enjoys a high level of 
confidence with the trust companies. 
He said that the committee consists 
of one member from each of the 56 
active councils. 

Elmer C. Moore, New York Life, 
Wichita, reported briefly as chair- 
man of the committee on conserva- 
tion. He emphasized that his com- 
mittee acted jointly wih an L.LA. 
M.A. committee. 

Kellogg Van Winkle, Equitable 
Society, Los Angeles, objected to 
the first part of the report of the 
committee on A.&H. insurance on 
the ground that it appeared to tell 
what coverage N.A.L.U. members 
should sell. Mr. Moynahan made it 
clear that the intent of the passage 
was to express the opinion that any 
coverages that are sold should be 
merchandised through the Ameri- 


can agency system and not some 
other. The chairman of the A.&H. 
is John Lenhart, Great-West Life, 
Cleveland. 


Gilmore Reports 


Reporting for the committee of 
agents, Robert Gilmore, Jr., Bridge- - 
port, Conn., urged an increased at- 
tendance of agents at meetings of 
the committee of agents. He opined 
that even some general agents, who 
are sales managers, could profit by 
joining in the committee’s delibera- 
tions. 

Charles Currie, Mutual Life, At- 
lanta, reported as chairman of the 
committee on public information. 
He said he felt the committee has 
made the state and local associations 
throughout the country more con- 
scious of public relations. The com- 
mittee has worked closely with the 
Institute of Life Insurance. He paid 
tribute to members of the institute 
staff who helped the committee. 


Publications Committee 


Mrs. Eunice Bush, Mutual Life, 
Baton Rouge, reporting as chairman 
of the committee on publications, 
said that Life Association News, the 
official publication, is worth more 
than the $4 a year dues that each 
member pays to the National asso- 
ciation. 

Referring to the remarks of Verne 
Phillips, Occidental Life, Philadel- 
phia, on the recruiting activities of 
an unidentified company, Mr. Moy- 
nahan said that satisfactory prog- 
ress is being made in dealing with 
the matter, and expressed the hope 
that it would not be necessary to 
bring the matter out again on the 
floor of the convention. 

Robert R. Reno, Jr., Equitable So- 
ciety, Chicago, reported as chair- 
man of the state law and legislation 
committee. He paid particular trib- 
ute to the work of the committee’s 
headquarters aide, Carlyle Dun- 
away, N.A.L.U. counsel, and the co- 
operation received from Life Insur- 
ance Assn. of America and Ameri- 
can Life Convention. 


Uninsured Plans 


Oren Pritchard, Union Central, 
Indianapolis, brought up, in connec- 
tion with the state law and legisla- 
tion report, the importance of hav- 
ing uninsured pension plans super- 
vised by the states. He said that the 
contention that the Treasury de- 
partment supervises these plans, is 
valid only to a point. He asked the 
council to recommend to the board 
that a study be made to the end that 
some sort of supervision may be rec- 
ommended to the state legislatures. 
If a pension plan fails, whether it be 
one that covers 15 employes or 
15,000, it will be a reflection on the 
insurance business, even though the 
plan is uninsured. : 

However, Lloyd Feder, Reliance 
Life, Cleveland, said, “I’m against 
any further interference of govern- 
ment in business.” 

Ed Baker, John Hancock, Louis- 
ville, said that the Kentucky com- 
missioner is very much interested in 
this and he suggested that when the 
delegates go home they confer with 
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their respective insurance commis- 
sioners. He predicted a sympathetic 
response because, for one reason, it 
would be a way of the states getting 
some more tax money. 

Mr. Reno emphasized that his 
committee’s recommendations on 
this point were being made in the 
interest of the insuring public. 

This matter was referred to the 
committee on research and industry 
development, of which Henry S. 
Stout, John Hancock, Dayton, O., 
is chairman. 

Mr. Stout in his report said that 
his committee took the position that 
pension plans, whether insured or 
uninsured, should be actuarially and 
financially sound. He expressed the 
hope that council members would 
carefully read his committee’s re- 
port and take advantage of the plan 
that has been set up to conduct pen- 
sion conferences for the benefit of 
business leaders. He said his com- 
mittee thoroughly subscribes to the 
idea that pension plans must be 
sound actuarially and financially. 

Mr. Stout said that if any mem- 
bers knew of plans that were not 
sound, he wished they would let 
him know through National head- 
quarters. 


Pensions for Agents 


Reporting as chairman of the fed- 
eral law and legislation committee, 
N. H. Seefurth, Northwestern Mu- 
tual, Chicago, said there were no 
changes made in the report but he 
made a reference to the section on 
agents’ pensions. He said at the time 
the report was written, it was mere- 
ly a hope that a provision would be 
included in the pending tax bill that 
would give life agents the same in- 
come tax advantage enjoyed by em- 
ployes. At present the company’s 
contribution is regarded as income 
to agent in the year of vesting. 

Mr. Seefurth said that a provision 
taking care of this situation has been 
included in the Senate finance com- 
mittee report and there appeared to 
be no doubt that it would be in- 
cluded in the final bill. He cited this 
as an example of cooperation of 
N.A.L.U. and Life Insurance Assn. 
and American Life Convention. 

L. Leroy Garrabrant, New York 
Life, Asbury Park, N. J., reported 
as chairman of the committee on 
affairs of veterans and servicemen. 
Mentioning efforts to get to he 1951 
servicemen’s indemnity act broad- 
ened to restore the features of the 





Eugene M. Thore, general counsel of Life 
Insurance Assn. of America, and Mrs. Thore. 


old NSLI act, he said there appears 
to be no danger of this being done 
at the current session of Congress 
but it is something that will have 
to be watched in the future. 


Kilday Bill 


Mr. Garrabrant also mentioned 
the Kilday Bill for survivorship an- 
nuities for dependents of service- 
men who die while on active duty. 

This protection, he said, would be 
in addition to the present benefits 
received by veterans and service- 
men. Whether this bill is self-sup- 
porting or not, the committee is not 
in a position to say, as it hasn’t had 
time to study it. The big thing about 
it is that it is a deduction from pay- 
roll. However, Mr. Garrabrant said 
that the committee wanted to alert 
the membership to the fact that 
there is such a bill. He said that 
N.A.L.U. will have a chance to be 
represented at hearings on the bill. 
He said that already servicemen 
have protection amounting to $24,- 
000 to $60,000 according to a study 
made by Gordon McKinney, former 
actuary of N.A.L.U. and now vice- 
president of Security Mutual Life of 
Binghampton, N. Y. 

Mr. Moynahan mentioned the pas- 
sage of the servicemen’s indemnity 
act of 1951, substituting gratuitous 
indemnity for NSLI and praised the 
work of Mr. Garrabrant, his com- 
mittee, and the membership gen- 
erally in working for the passage of 
this measure. 


Field Practices Report 


Reporting as chairman of the 
committee on field practices, John 
D. Marsh, Lincoln National, Wash- 
ington, D. C., asked that field prac- 
tice probelms be communicated to 
him as they come up and not be 
allowed to accumulate until the an- 
nual meeting. He said that since he 
has been in Los Angeles he has had 
five major problems presented to 
him, but because of the shortness of 
time there was no chance to do any- 
thing about them at this meeting. 

The biggest one, to Mr. Marsh’s 
way of thinking, is the objection 
made by bar associations in some 
cities about estate planning by life 
agents as being illegal practice of 
law. 

Spencer L. McCarty, Provident 
Mutual, Albany, reported as chair- 
man of the compensation commit- 
tee. He recalled that last Feb. 20 
the committee had a bill introduced 
that represented the committee’s 
best judgment. Formal public hear- 
ings are planned on this bill early in 
October. However, he said it should 
be recognized that there are three 
separate groups offering their opin- 
ions to the legislators, the N.A.L.U., 
the companies and the New York 
department. 


Renewal Commissions 


Winston Emerick, New England 
Mutual, Johnstown, Pa., said that 
there were no changes made in the 
report of the social security com- 
mittee, of which he is chairman. He 
said he thought the thing that was 
of most interest to N.A.L.U. was 
the status of renewal commissions 


on business written prior to an 
agent’s reaching age 65. He recalled 
a statement by one of the directors 
of the social security administration 
to the effect that receipt of renewal 
commissions on more than $50 a 
month will not affect the retired 
agents’ right to social security bene- 
fits, provided no substantial services 
are required as a condition of re- 
ceiving the renewal. 

Mr. Emerick said that current ef- 
forts on the part of the social se- 
curity administration to boost bene- 
fits should be regarded as highly 
alarming, as if successful, they 
would greatly hamper the market 
for life insurance. 


Brochure Praised 


Following the presentation of the 
report of the committee on life un- 
derwriter education and training by 
Wheeler H. King, New England 
Mutual, New York City, President 
Moynahan mentioned the fine job 
done in getting out the recently is- 
sued brochure on available educa- 
tion and training facilities for life 
agents put out jointly by the several 


What 15 Years’ Work Means 


O'QUINN TELLS HOW IT HAS HELPED HIM 
AND HOW HE HAS HELPED CLIENTS 


In his address at the national sales 
seminar, C. L. O’Quinn, assistant 
general manager of Aetna Life at 
Laurel, Miss., who left the under- 
taking business 15 years ago to en- 
ter life insurance without any pre- 
vious experience or training in sales 
work, told how in those 15 years he 
has moved up from a very precari- 
ous financial status to one where the 
future of his family is assured, and 
at the same time has rendered a 
great service to his community. 

On Jan. 1, 1936, Mr. O’Quinn and 
his wife decided to take an inven- 
tory to decide what steps they 
should take to improve their finan- 
cial status. This inventory revealed 
some very dicouraging facts. 

On the assets side were: salary, 
$3,000 a year; furniture and cloth- 
ing, $680; automobile, $375 ; life in- 
surance, $3,000. 

Liabilities: currents bills, $315; 
old note at the bank, $535; daugh- 
ter’s education, $2,500. 

While $3,000 apparently was a 
very good salary at that time, he 
found that he could not get ahead. 
His daughter, then in her teens, 
would soon be ready for college and 
they were very eager for her to re- 
ceive a college education. They had 
only $3,000 life insurance and felt 
that was all they could afford. They 
owed $850, a part of which was an 
old note at the bank, and therefore 
had no borrowing power for the 
daughter’s education. 

Mr. O’Quinn felt that he was in a 
corner. He was 45 years of age, saw 
no possibility of an advance in sal- 
ary and would soon reach the point 
where his income would decrease 
rather than increase. His net worth 
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ested in this field. : 
: : aie time, W‘ 

In line with the tradition of year] 1. ‘life 
standing, Frank Mozley, Beneficig tized 
Life, Salt Lake City, was calle ade w 
upon to make the motion to adjoury our VOCE 
Mr. Mozley has been attending con} “That 
ventions with an almost unbrokej} peen in | 
record for many years. 15 years 

The interdependence of educatia to opera 
and industry as partners in freedop! me in sé 
was stressed by Dr. Arthur 6) pusiness 
Coons, president of Occidental Col} vocati 
lege, Los Angeles, at the Life Uns for busi 
derwriter Training Council lunch, service t 
eon Wednesday. 

Ralph G. Engelsman, generg| 
agent of Penn Mutual at New York) From 
City and president of L.U.T.C,, pre! nad stez 
sided. : | come ha 

Speaking at the general agents! 1937, wh 
and managers’ session of N.A.L.UJajs on bt 
Thursday, Robert A. Brown, Jr} fore, he 
agent for Pacific Mutual at Los An} time the 
geles, gave an agent’s-eye view oj life insu 
how a new man should be inducted] was still 
into the business and trained to the ceived b 
point where he can recognize the to look 
right solution for every case hel account 
works on. At the « 
passed tl 
where it 
daughte 
also imp 
tions. 

In 19 
year bra 
inventor 
for 1950 
clothing. 
was less than $1,000, and if he} 652; life 
should pass on, after the funeral ex-| bills, ne 
penses were paid, there would be real est 
left about $1,500, including his life} $6,355 ; « 


Picture | 





insurance, for his widow and daugh-| renewals 
ter. 

Results | 
Wife Suggests Life Insurance “Durit 


had a lo 
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After a long discussion of their 
situation, Mrs. O’Quinn said: “You 
know a lot of people. Why don’t you 
try selling life insurance? I believe 
you would be a good salesman. You 
know men here without as much 
ability as you, who are making good 
in the insurance business.” 

At this moment, Mr. O’Quin 
says “she transformed herself from 
the junior to the senior member 0 
our partnership.” She continued: 
“You have spent years of your life 
in the undertaking business dealing 
with people who were in trouble 
You have seen widows left without! 
income, have to leave their home 
and children and work for a smal 
sony to provide the necessities 0 
ife. 

“It seems to me that it would k 
fun to sell the type of securities that 
would provide for a man’s family 
after he has passed on. To sell a plat 
that will provide for his children! 
education, and provide an incomé 
for himself and his wife at old age. 


Sorry He Didn’t Start Earlier 


The next day he resigned his pos 
tion as a mortician and signed aij; 
agent’s contract. “My commission | 
for the first year were $2,280, whicll § 
was $720 less than my salary for the 
previous year, but we were not dit are Rey 

: mt ar 
couraged because we knew if th) Oper gene 
business we had established f Toman 


cause w 
gram, pl 
arranged 
pense in 
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time, we had learned a little about 
the life insurance business and 
realized the only mistake we had 
made was not making a change in 
our vocation earlier in life. 

“That agent’s contract has now 
been in force 15 years. During these 
15 vears | have had a track on which 
to operate, a plan that has assisted 
me in securing the little volume of 
business I have enjoyed; 15 years in 
a vocation that has many avenues 
for business, and opportunities for 
‘service to my fellow man.” 


Picture Has Steadily Improved 


From that time on, the picture 





T.C,, Pre} had steadily improved, and his in- 
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‘come has increased each year. In 
1937, when he began to draw renew- 


U, als on business written the year be- 


fore, he realized fully for the first 
time the future possibilities of the 
life insurance business. His income 
was still below the salary he had re- 
ceived but he felt he had something 
to look forward to, as his renewal 
account would be greater each year. 
At the end of 1938, when he had 
passed the $3,000 mark, he.could see 
where it was possible to give his 
daughter a college education and 
also improve his own living condi- 
tions. 

In 1945 he passed the $10,000 a 
year bracket and, according to his 
inventory on Jan. 1, 1951, his income 
for 1950 was $16,261 ; furniture and 
clothing, $7,433; automobiles, $3,- 
652; life insurance, $19,535; current 
bills, none; notes payable, none; 
real estate, $36,550; other assets, 
$6,355; estimated value of deferred 
renewals, $21,949. 


Results of 15 Years Reviewed 


“During these 15 years, we have 
had a lot of fun, we have seen our 
daughter receive a college degree, 
now married with two fine little 
boys. We have enjoyed a vacation 
each year at the expense of my com- 
pany. We have established a retire- 
ment plan of $335 per month for us 
at age 65. 

“The good ship has docked at our 
port. We are enjoying some of the 
finer things in life that we once only 
dreamed of. We know that Nellie 
will not have to work to provide for 
income when our income stops, be- 
cause we have an insurance pro- 
gram, plus our renewals, properly 
arranged to provide for final ex- 
pense in the event of my death, ana 
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From Republic National: C. J. Skelton, vice- 
president and director of agencies, and Jack G. 
Oltorf, general agent at San Angelo, Texas. 





to give her a comfortable income so 
long as she lives. 


Accomplished Two Things 


“During these 15 years we have 
accomplished two things. We have 
sold security for widows, and pro- 
vided an education for children and 
retirement plan at age 65 for a num- 
ber of persons in our community. 
and simultaneously we have been 
buying the same type of security. 

“You and I are selling a plan that 
takes the place of the breadwinner ; 
a substitute for the husband’s pay 
envelope; a plan that will guarantee 
an education for his children, and 
pay off the mortgage on the home. 

“We are selling a plan of security 
that will enable our clients to draw 
their social security, which is not 
sufficient within itself to retire on. 
We alone have the answer to the 
federal social security retirement 
problem. With only a few dollars 
each month we can guarantee our 
clients they will receive an income 
sufficient to retire at age 65.” 


Motivating Experience Told 


As an illustration of the motivat- 
ing experiences he has had in these 
15 years, Mr. O’Quinn told of the 
case last year when a woman and 
child walked into his office and pre- 
sented him this letter, written from 
the veterans’ hospital at Memphis: 

“This will introduce to you my 
wife and little girl, whom you have 
never met. 

“When you sold me a policy in 
1937, you set up a plan for me, and 
suggested I buy additional insur- 
ance as soon as my income would 
permit. You also said you would as- 
sist me with my problem when I 
needed help. Little did I think then 
I would have such a big problem 
within 13 years. 

“The war came on and I enlisted 
in the army in 1942, Within a year 
I was sent overseas, and shortly to 
the front. Three weeks later I was 
wounded, and that is why I am here 
in the hospital. 

“T have $16,000 of life insurance, 


and that is all my wife and little 
daughter will have to live on. I am 
told they will draw a pension, which 
will help some, and I am sure you 
know how to get that for them. 

“T am asking you to assist my 
family, because I have faith in your 
judgment and ability. I am sure _ 
you will advise them as you would 
your very own. 

“The doctors here say I have but 
a few weeks left, and I am spending 
the time trying to get everything 
ready. I will be happy to know you 
are arranging my insurance, and ad- 
vising my family.” 

This was a real opportunity for 
service, Mr. O’Quinn comments. “A 
request from a dying policyholder 
whom I hardly remembered, calling 
on me to assist his family, and you 
may rest assured I left no stones 
unturned. He died three weeks 
later.” 


Child’s Gift Great Inspiration 


In closing, he told of another sale 
to an immigrant with a wife and 
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young daughter, who operated a 
small grocery store. They had little 
else besides their store and home, 
and the father had no insurance. Mr. 
O’Quinn sold him a $2,500 contract 
with the double indemnity provi- 
sion. 

Nine months later he was killed in 
an accident. The company promptly 
paid the claim and when Mr. 
O’Quinn delivered the check he 
learned there was a mortgage for 
$2,000 on the home and the funeral 
expenses amounted to $500. He 
talked with the widow and tried to 
work out the best solution for her. 
He suggested that she pay the fun- 
eral expenses, pay off the mortgage 
on the home and store, and leave the 
remaining $2,500 with the company, 
the interest to be paid Dec. 1 each 
vear and used as Christmas funds. 
The principal was to remain with 
the company until the only child, 
Marie, was ready for college, and 
then to be used as an educational 
fund. 


Wanted To Do Something More 


“She was very depressed, but 
grateful for the help I had been able 
to give her. She thanked me in her 
own way, but seemed to feel that it 
wasn’t enough. I could sense that 
she wanted to do something more, 
yet she didn’t quite know what to 
do. She turned to her little daughter 
almost as if for help and asked the 
child, Marie, what are you going to 
do for Mr. O’Quinn for taking care 
of our business in such a nice way? 


“The child seemed to sense the 
great feeling behind her mother’s 
voice. She looked at me for just a 
fraction of a second and then with 
no further hesitation she said, ‘I will 
give him my dolly.’ 

“She went into the other room 
and came back with this little doll. 
It wasn’t much of a doll as dolls go. 


It was far from beautiful and 
showed a lot of wear — and a lot of 
loving —- but this little toy meant 


the world to Marie. It was the only 
doll she had. 

“Her mother looked at me and 
managed a smile through her tears. 
We both had thought she would 
give me a kiss, but somehow the 
little girl had felt that even that 
would be inadequate. Marie had 
found the ‘thank yow’ for which her 
mother had been searching. 


Taught Value of His Work 


“Yes, it was only a 10-cent doll, 
but through the years it has been an 
inspiration to me. That incident 
taught me the value of my newly 
chosen work. I realized that I held in 
my hands the opportunity to be of 
real service to my clients, to protect 
them with coverage that was right 
for them, and to help them in time 
of need. The little doll, which I have 
kept in my office, has been a con- 
stant reminder of my responsibili- 
ties to my fellow man.” 

He recently visited Marie and her 
mother, taking the doll with him, 
and asked if he might tell the story 
that had come to mean so much to 
him. Marie had graduated from col- 
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OLD LINE LEGAL RESERVE 


For 61 years Woodmen Accident 
and Associated Companies have 
grown steadily in stature and strength 
by providing progressively finer serv- 
ice in the great and growing field of 
personal insurance. It takes all forms 
— accident, sickness, hospitalization 
and life—on individual, family, group 
and franchise bases—to meet today’s 
needs. We offer them all. 









ACCIDENT COMPANY 
CENTRAL ASSURANCE CO. 
CENTRAL LIFE INSURANCE CO. 


LINCOLN, NEBRASKA 
R. L. SPANGLER, Exec. V. P. and Secy. 
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lege in June with honors — the 
$2,500 from her father’s insurance 
had made it possible. She had be- 
came a teacher in the local high 
school and planned to do part-time 
graduate work in the nearby univer- 
sity. 

Once more she left the room and 


Marsh Group Discusses 
Irregularities in Field 


Several problems affecting the 
man in the field were discussed at 
the meeting of the committee on 
field practices of which John D. 
Marsh, Lincoln National, Wash- 
ington, D.C. is chairman. Mr. Marsh 
presided and invited comment from 
the floor. The attendance was rather 
small. It was remarked that during 
the past year 15 states had refused 
to enact stricter licensing laws. 
Some of this failure was attributed 
to the opposition of local companies. 
It was contended that had the local 
associations and the leading pro- 
ducers in these states been more 
active, there would have been a 
tightening of the laws guarding li- 
censing in at least some of these 
states. 

G. S. Brown, Penn Mutual, Chi- 
cago, said that the bank loan 10-pay 
life plan is still being sold in Chi- 
cago. In some localities this has 
offered stiff competition to the 
agents, because the contract is sold 
primarily to avoid Federal taxation. 
Mr. Brown said that the situation in 
Chicago has undergone some im- 
provement in that today only one 
small bank in Chicago is knowingly 
accepting this form of loan. No 
large loop bank in Chicago will 
enter into an arrangement for the 
writing of this kind of business. 


D. C. Estate Planners 


Mr. Marsh said that there had 
been a group in Washington pro- 
fessing to be estate planners, but 
who were using this description of 
themselves as a device to sell life 
insurance. They were put out of 
business as a consequence of the ac- 
tivities of a committee of the Dis- 
trict of Columbia Bar Assn. A court 
order was issued compelling them 
to “cease and desist” and to dis- 
continue using the term as state 
planners. 

Mr. Marsh commented on the 
power and influence of attorneys 
and said that it is very much better 
for life insurance men to educate 
and police their own group rather 
than to have outsiders, such as at- 
torneys, do it. 

Kellogg Van Winkle, Equitable 
Society, Los Angeles, urged life in- 
surance men to work with attorneys 
through reason rather than force. 
He suggested building up contacts 
with attorneys. He commented that 
lawyers make the laws and enforce 
them, and that because this is true, 
life underwriters should have a co- 
operative attitude toward them. 


Should Go to Manager 
During the discussion on the pos- 
sibility of an increase in agents’ 


returned with a doll that \¥ 
O’Quinn had given her as a replag 
ment for her gift to him. Her mothe 
looked at them and smiled throy 
misty eyes. She said simply in he 
still broken English, “Tell thoy 
men to write much insurance , 
everybody.” 





commissions, Mr. Marsh said tha 
the most effective course for th 
agent to follow, is to discuss th 
commissions with his manager 9 
general agent, rather than the con: 
pany direct. He said that if all th 
agents in an office would do this, th 
manager would be compelled 4! 
transmit their views to the hom 
office, and if this were done all ove 
the country, it could not fail to mak 
a profound impression at the hom 
office level. He remarked, in cop. 
nection with the possibility of ; 
change in the New York law gov. 
erning commissions, that the con. 
panies are still advocating a lowe, 
commission, scale than one that ha 
been proposed by the N.A.L.U. | 

There was a description of some 
proselyting activities that have oc 
curred in Detroit, Mich., recently, 
a consequence of which some,$l, 
000,000 producers have changei 
company representation. It was con- 
tended that undue and unfair in 
fluence had been brought to bea 
upon them, that it usually takes nine 






























or 10 years to move a personal pro} 
ducer up into the $1,000,000 class, 
and that the company which had 
done the proselyting in Detroit had; 
in effect, “bought” a number of big 
producers. To this, Mr. Marsh sai 
that the position of the N.A.LU. 
has always been that the agent mus 
have the privilege of changing com- 
panies without penalty and that the 
holding together of an agency or 
ganization is entirely a management 
problem. 

One delegate said that condition 
in Wyoming had been improve 
during the past year, because the 
Wyoming legislature had passed: 
law prohibiting the licensing o 
part-timers, and that any one under 
taking to write life insurance in Wy- 
oming must now bea resident of the 
state, as a consequence of a ene 











enacted law. It was recommended 
that results such as these be achievet 
legislatively. 
































N. H. Seeturth, Northwestern Mutual, C 

cago, chairman of the federal law and le¢ 
tion committee; Robert R. Reno, Jr.. Equital’) 
Society, Chicago, chairman of the state law # 

legislation committee: and Pearle E 
Massachusetts Mutual, Oklahoma City F 
dent of the Oklahoma City association. 
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Greetings ... 
N. A. L. U. Conventioners 


To Los Angeles 


As one of the life insurance companies 
domiciled in Los Angeles, we welcome 


you to sunny Southern California. 


While you are here, visit us at our beauti- 
ful colonial Home Office building. We 
will be happy to see you. 


Constitution Life Insurance Company 


434 SOUTH VERMONT AVE., LOS ANGELES 5, CALIFORNIA 






















PROGRESSIVE 
AS THE WEST 


A GROWING COMPANY 
FOR GROWING MEN 


TO NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 


for a 
MOST SUCCESSFUL CONVENTION 


ROBERT E. CECIL 


Inspector of Agencies 
Brockman Building + Los Angeles 
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WELCOME TO LOS ANGELES 


While here be sure to visit world famous 


FOREST LAWN 
MEMORIAL- PARK 


Visit The “Last Supper” Window, “The Cruci- 
fixion” (America’s largest religious painting), 
and countless other art treasures. 


Telephone CLeveland 6-3131, 


and arrangements will be made for your tour. 


FOREST LAWN LIFE INSURANCE CO. 


W. W. Eaton John Ford 
President Agency Director 


































Greetings 
to the N.A.L.U. 


New World Life of Seattle, Washington wel- 
comes you to the Eastern section of the Pacific 
Coast. (You are still east of Reno, Nevada.) 
If your return transportation routes you through 
the far West, give us a chance to show you true 
western hospitality. Then you can go home, talk 
it over with your family and be certain that this 
Company, along with the others in this area, will 
do everything possible to help you find a home out 
here where your family can begin to really live. 


NEW WORLD LIFE 
INSURANCE COMPANY 


Seattle 4, Washington 


John J. Cadigan, President 
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ACCIDENT « ANNUITIES « HOSPITALIZATION * WHOLESALE GROUP « LIFE « MORTGAGE LOAN 


ACCIDENT ¢ ANNUITIES ¢ HOSPITALIZATION ¢ WHOLESALE GROUP ¢ LIFE « MORTGAGE LOA 


¢ ACCIDENT »* HOSPITALIZATION + HEALTH « ACCIDENT * HOSPITALIZATION ¢ HEALTH « ACCIDENT « HEALTH « 


All Prospects Are Not N 
But Some Are Hard te Crack 


We use our popular 4 in 1 PLAN to crack the tough 
ones — It combines LIFE, ACCIDENT, HEALTH & 
HOSPITAL IN ONE COMPACT PACKAGE — Most 
prospects need ONE or ALL 4 — Chance for a sale 


is 4 to 1. 





EXPANSION 


OUR EXPANSION PLANS HAVE CREATED OPENINGS FOR SEVERAL ADDITIONAL 
REGIONAL SUPERVISORS. Our supervisors are compensated with SALARY, 
EXPENSES, and incentive bonuses, resulting in better income for the producer who 
can qualify. Positions open in Missouri, Kansas, Oklahoma, lowa, Nebraska, Minnesota, 
North and South Dakota. For information, write— 

B. Taylor, Vice President. 


> nen — 


W. RALPH JONES, President 





Kansas City 6, Missouri 


Thirty-Sixth Year of Faithful Service 
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Greetings 
AO, 
J.D. Marsh & Associates 


James C. J. Ballagh Russell W. Klise 

Robert D. Coffman William J. Mackenzie, Jr. 
Mitchell T. Curtis, C.L.U. Col. D. I. Moler 

Richard Q. Devine Leslie H. Patton 

Owen E. Fang James W. Rand 

Robert P. Gatewood Charles K. Reid, II, C.L.U. 


Wilson P. Graham, C.L.U. Eugene F. Roesser 


Harvey H. Hamilton T. E. Spencer 

Robert D. Haney James C. Van Story, Jr. 
Charles I. Haycraft Charles C. Whitfield 
Robert J. Klingenberger Roy H. Woodside, C.L.U. 


John D. Marsh, C.L.U. 


Estate Planning Service 
Business Life Insurance 


122 Marsh Building 
WASHINGTON, D. C. 


Employee Benefit Plans 


Executive 7343 




















The prospect has the last word. Very often it is, “Ill take it,” when 
Washington National representatives mention any one of three unusual 
coverages. 

1. Non-can. hospital (guaranteed renewable to Age 65) is something 
that sells, because people like the idea. It’s a natural. 


2. Non-can. monthly income (accident and sickness) with no house 
confinement required, is responsible for large volume production. 


3. Single-premium vision impairment annuity (monthly income for 
life when 90% of vision is lost) is a Washington National EXCLUSIVE 
which many persons buy who thought they had all the insurance they 
needed. 

Washington National is a multiple-line personal protection company, 
writing life, accident, health, hospitalization, franchise and group. Com- 
plete details about our unusual coverage (as well as the standard 
line) will be given to qualified persons who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON. ILLINOIS 


R. J. WETTERLUND, President 
G. P. KENDALL, Secretary 


H. R. KENDALL, Chairman 











The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent’s and general agent's 
contracts to those looking for a permanent con- 


nection. 


@ Complete line of Life Insurance policy contracts 
from birth to age 65 with full death benefit from 
age O on juvenile policy contracts. 


@ Complete line of Accident and Health policy con- 
tracts with lifetime benefits. 


Individual Family Hospitalization contracts with 
surgical, medical and nurse benefits. 


Complete substandard facilities. 
Educational program for field man. 


Strong, Progressive Company 


Older than 85% of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Florida, Illinois, Indiana, Kansas, 
Michigan, Minnesota, Missouri, Nebraska, New Jersey, North 
Dakota, Ohio and Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT—DIRECTOR OF AGENCIES 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 











there’s still only one peak! 


















'S . G The Insurance Industry forms some of the highest mountains 

- Ff in American business today and the ranges extend from Maine to 

c California. And these mountains are reaching newer and higher 
elevations every day. But unlike mountain climbing you don’t need 
crampons and rope to reach the top. The only tools necessary are 
determination, initiative and sincerity. 


“ne, 


» Massachusetts Indemnity Insurance Company today is outstanding 

r as one of the peaks in the Non-cancellable Disability Income protection 
field simply because of the determination of it’s various managers 
in scaling the heights. 


Here in California, as elsewhere, our Non-cancellable Disability 
Income policies have come to be “the accepted” in rounding out 

a client’s life insurance program. Because it has become such, we want 
to take this opportunity to thank the many Life Underwriters who 

i have been affiliated with us through these many years as we 

scaled the mountains and reached the peak. 


| MASSACHUSETTS INDEMNITY INSURANCE COMPANY 


h | William E. Lebby, State Manager 
609 South Grand Avenue, Madison 9-3393 
Los Angeles 17, California 


Thomas S. Dixon, Northern Calif. Manager 
58 Sutter Street, Sutter 16412 
San Francisco 4, California 


—— 






“) Greetings and best wishes to NALU assembled in Los Angeles 
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“Company of CAREER UNDERWRITERS* ’ 


FFE TES 


: EH Brack 


THE WEST has a proud heritage of achievement. 

So has the National Association of Life Underwriters. 
As Westerners, we extend the warm hand of welcome 
to you who have contributed so much to the 
remarkable progress of America’s life insurance 
industry. Meeting here, in a youthful land of vigor 
and promise, may we all find new inspiration and 
knowledge to help us better serve the men, women, 
and children of America. 


with : 
Cal-Western mon : eo, 
it’s a Mf" | 


* SOUND TRAINING 

through intensive study and field work under 
CWSL's nationally-recognized "You, Inc.” 
training plan. 


& LIFETIME COMPENSATION 

. . . attractive first year commissions and 
continuous renewals, plus extra bonuses and 
awards. 


* MANAGEMENT OPPORTUNITIES 
. «- for those who demonstrate interest and 
aptitude in this phase of the life insurance | 


business. 











* ASSURED RETIREMENT | 
through CWSL's liberal retirement plan for 


ql 
Agents and Managers. 
., 























